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UNTER, who has made fans and 


ventilators exclusively during 55 





52-In Hotel Type years, is now operating under War 














Production Board restrictions. * No 
more fans will be made except for the Army, Navy and Maritime Commission. 
HUNTER unfilled orders now on hand represent contracts with Government 
Agencies. © Certain sizes of belted exhaust types can be made available for 
Government hospitals and other war industries, subiect to limited material 
inventories now on hand. 


HUNTER FAN & VENTILATING COMPANY, INC. 


Factory: FULTON, N. Y. 


General Sales Offices: Memphis, Sterick Bldg. Eastern Sales Of fice : New York, 92 Warren Street Western Sales Of fice : St. Louis, 1706 Olive Street 
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TO WESTINGHOUSE 


RETAILERS AND 


THEIR SERVICE MEN WHO HAVE 





JOB 


In the three years since Pearl Harbor, West- 
inghouse retailers and their service people 
have, indeed, rolled up a notable record. And 
as a well-deserved tribute to them we are 
running this advertisement in full color in the 
January 20th issue of Collier’s and the Janu- 
ary 20th issue of The Saturday Evening Post. 
WESTINGHOUSE ELECTRIC & MFG. CO. 
Appliance Division . Mansfield, Ohio 
Plants in 25 Cities . . . Offices Everywhere 


30 MILLION PRE-WAR 


Westinghouse 


ELECTRIC HOME APPLIANCES 
séit 
YOUR PROMISE OF STILL FINER ONES TO ; 
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SITY ILLUMINATION WITH 
ST SURFACE BRIGHTNESS 


This is the original U.R.C. fluorescent fixture 
that revolutionized commercial lighting 
from the day it was first introduced by 
MITCHELL. This is the unit that brought 
new lighting efficiency and comfort to office 
work by combining maximum light output 
with minimum glare (surface brightness). 
It is adaptable for every type of interior— 
pendant or surface mounting, individual or 
continuous row. Takes less time to install 





\ than any other commercial fixture. Same 
A . . . t 
, low original price! 
: \ 


¢ , . * 
Continuous rows of Mitchell U.R.C. Luminaires provide high \ 


To get the original . . . buy or specify 
MITCHELL U. R. C. Luminaire 


illumination level without glare over entire drafting room. \ 


\ 
\ 
\ 
\ 
Get full details from your Mitchell distributor 
Or write for U. R. C. Brochure 


MITCHELL MANUFACTURING CO. 


2525 Clybourn Avenue ° Chicago 14, Illinois 


West Coast Factory & Sales Office: 
1019 N. Madison Ave., Los Angeles 27, Cal. 


ELECTRICAL SOUTH is published monthly by W. R. C. Smith Publishing Co., Marietta, Ga., and Atlanta, Gs., U. S. A. 
Subseription rates, United States and Possessions, $1.00 for one year; Canada, $1.50 per year; Foreign Countries, $2.00 per year. 
‘ Entered as second class matter at the postoffice, Marietta, Ga., under Act of March 3, 1879. 
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SPARRING 


“THE ANDREWS SISTERS 
>REEN AND RADIO. | 


Now—to the great selling power of Kelvine- week the most famous names of the radio, 
tor’s national magazine campaign, Nash- ge a 5 gute ne worlds. 
Kelvinator adds the tremendous impact of 

madio—vwithetiiiient, dew, hel-hevrmdieal: ane eee Setente appeal wet win 

comedy program broadcast every Sunday greater consumer acceptance 
over the complete Blue Network of 189 sta- the products Kelvinator Retailers will sell 
tions, coast to coast. when the “green light" for production is given. 


_ . Featuring the famous “Andrews Sisters,” This is but one of the dramatic, retail-minded 
| America's top singing trio . .. George (Gabby) selling programs that will help build sales 
a P iMeyes, famous Western movie comedy star and profits for Kelvinator Retailers. It is an= 
| of. Republic Pictures . . . Vic Schoen and his other reason why, ~ staile ‘the 
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HUBBARD-COPPERWELD 


RODS AND CLAMPS 







Grounding Wire 





DESIGNATES 
LENGTH OF ROD 





Safety Screw 
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No. 9492 Cla mp 





Five safety screw 
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ss wrenches are 
Tee furnished with every 
‘ 100 clamps 
gy 
sie Square Head 
AL Bolt 7 > 


~< 


CROSS-SECTION OF A HUBBARD- 










54" Diam. COPPERWELD GROUND ROD 
P sexroecer ¥ SHOWING APPROXIMATE 
PROPORTION OF COPPER AND 


STEEL WHICH IS MAINTAINED 
IN ALL DIAMETERS OF ROD. 


Ground Rod No. 9592 Clamp 








RODS—DIAMETERS FROM %" TO 1"—LENGTHS FROM 5 FT. TO 40 FT. 


CLAMPS—TWO STYLES, SAFETY SET SCREW AND SQUARE HEAD BOLT— 
FOR ALL DIAMETERS OF RODS. 





HUBBARD ann COMPANY 


EXCLUSIVE NATIONAL SALES AGENT FOR 
COPPERWELD GROUND RODS AND CLAMPS 


PITTSBURGH * CHICAGO * OAKLAND, CALIFORNIA 
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LOW MASS, extra-flexible switch parts mean 





LIGHTNING STROKES dissipated through low 
high resistance to mechanical shock and heavy resistance path to ground. Power follow-up 
short-circuit rupturing capacity. interrupted within the horn fibre fuse tubes. 





ELIMINATE CHARRED CARTRIDGES 


All Kearney fuse links are de- 

signed to operate at full load well 

4m below the charring point of fibre 
—the material used as a liner in 

all cutout cartridges. You may 

have had failures of cutout car- 

tridges on heavily loaded lines, 

but not if you are using Kearney fuse links. Or, 
your cutout cartridges may be operating on 
the ragged edge where there is not enough heat 
to cause actual charring, but quite enough to 
desiccate the tube to the point where the rup- 
turing capacity of the cutout is greatly impaired. 








FUSE LINK PACKAGING is next in importance 
to electrical performance. Unless they are suf- 
ficiently protected against the rigors of transit, 
storeroom and field handling their precision 
goes for naught. 
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In easier days when lines and fuse links were 
carrying only a fraction of their rated loads the 
temperature margin of safety was sufficient. 
With today’s loads you are inviting certain 
trouble unless you know the operating temper- 
ature of your fuse links and cutouts at full load 
current. If you haven’t investigated ask your 
supplier for this information or better still 
change to Kearney—the fuselinks with the low 
temperature characteristic. Your inquiry on 
this subject will be welcomed by Dept. “H.” 


JAMES R. KEARNEY CORPORATION, 
4236 Clayton Ave., St. Lovis 10, Missouri 





CLAMPS. There is a Kearney Con-nec-tap 
clamp for the most unusual load or construction 
problem. Made in many types for all wire sizes. 
















Highlights of Anaconda 
messages to the public 








...America’s electrical future is 
limitless ... with victory, expand- | 
ed use of electric energy will | 
affect everyone—industrialist, 
dealer, housewife — employment, 
prosperity, living.” 


... but this fact is all important: 
when you plan your electrical fu- 
ture, start with wiring. Adequate 
wiring will be essential to full 
utilization of tomorrow’s electri- 
cal possibilities . . . and that ap- 
plies to municipality or factory, 
business or home...” 
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POSTWAR ELECTRICAL POSSIBILITIES 


... by all means, bring the power 
engineer from your local utility 
and your electrical contractor 
into your advance planning. 









Unuired planning will cost youa 
lot more than planned wiring!” 


Anaconda Wire & Cable Company is devoting its current advertising 


to spreading public knowledge and appreciation of what the electrical 


industry means to the country and to postwar prosperity. 


Obviously, adequate wiring will be essential. The wider the recog- 


nition of this, the better business for everyone... utility, contractor, 


wholesaler, manufacturer. 


And now is the time to lay the foundation for tomorrow’s electrical 


needs. More and better wiring should be a part of every postwar plan. 





44220 


ANACONDA WIRE & CABLE COMPANY 


25 Broadway, New York 4... Sales Offices in Principal Cities 


stand C2 bees of Cofspper whe Gre Life Luntd of our Walon 
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It’s IMPORTANT 
‘That You Take Orders NOW ! 





EXHAUST FANS 
and BLOWERS 


Wise dealers are continuously on the job every 
day soliciting orders — and selling orders for 
COOLAIR Fans and Blowers! We are in the 
position to handle your orders on an “order 
first — shipment first” basis, so it is impor- 
tant that you help your customers anticipate 
their needs early — and order early! 


CONTACT ALL PROSPECTS NOW 


® because—CMP Reguation 5 permits almost any 
type of business, able to certify that the 
equipment they order is necessary to the suc- 
cessful operation of their business, to assign 
their own preference ratings on purchases up 
to $500. Form WPB 541 (Formerly PD-1A) 
can be filed for orders in excess of $500. 


® because—many Government orders are still 
available to wide-awake dealers who keep in 
touch with these prospects. 


@ because—by selling your customer on an “order 
first-—shipment first” basis, he will be assured 
of as prompt delivery as possible. 


rm j . Any RAY 
DON DELAY TAR AY 


contacting every likely prospect. We will be 
glad to help you with any priority problems 
that may arise. Send for a supply of the latest 
Coolair literature and current price list. 





AMERICAN COOLAIR 
CORPORATION... .manutacturers 


3604 MAYFLOWER STREET 


JACKSONVILLE 3, FLORIDA 
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Left: @ Circuit 
Breaker provides full 
automatic protection 
against short circuits 
or dangerous over- 
loads. Time-delay 
action prevents un- 
necessary interrup- 
tion of service. 














Right: €@ Shutlbrak 
operating switch in- 
corporates (§) Kam- 
klamp fuseholders 
and pressure type 
solderless  con- 
nectors in a unit 
designed for safety 
and efficiency. 


Left: 

@ Klamp- 
switchfuz has 
silver-plated 
contact parts 
on an extra 
heavy insula- 
ting block. 
Easy to install 
and operate. 


These three units can be arranged 
to attach on either or both sides of 
the Plugin @ Busduct. Their rugged 
construction permits heavy usage 
and frequent connect-and discon- 
nect to accommodate changing 
plant conditions. 











Your electrical distribution problems 
are solved for the present and a long time to come when you 
select @ Busduct. Correctly engineered, it provides all the 
capacity needed for heavy and light machinery. From the 
service entrance, Feeder ( Busduct carries the heavy current 
with minimum voltage loss directly to where it is needed. 
Plugin @ Busduct provides multiple outlets for equipment 
that is closely grouped. 






















A plugin outlet every foot means shorter distances from power 
source to machine... it means convenience, flexibility, the 
elimination of many long lead-ins with a consequent economy 
of operation. Convenient for adding new equipment... flexible 
for relocating present equipment or rearranging the entire plant 
layout, it is made in standard 10 foot sections that are easy to 
install and reassemble should the plant layout change again. 


@ Busduct for lighting and power distribution is designed for 
2, 3 and 4 wire systems, 250 volt DC and 575 volt AC maximum. 
Write today for Bulletin 65 giving complete descriptions. There 
is a @ Sales Engineer near you who will be glad to assist in 
planning new or extended electrical installations. 
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UTILITIES MERT 1944 PEAK WARTIME DEMANDS 


Year’s operations marked by 6% per cent increase in average 
residential use — increased revenues offset by increases in 
operating expense and taxes — construction at ten-year low. 





a ; ‘ for the next five to ten years as an- | 

LECTRIC Powss hes suconsstully By ene nounced by several poet ace Fe give | 
met the peak demand resulting Edison Electric Institute assurance that construction expendi- 
from America’s war effort and the tures after the war will be substantial. 
year 1944 has once more made an all- bs anches of the electrical industry for Due largely to increased costs of 


time record in production, sales and 
revenues for the electric power in- 
tej dustry. As in previous years, full serv- 
ice has been maintained to all custo- 


the postwar period and expansion plans operation, the net income available 


































































































ot mers, military and civilian. 
zr Eighty per cent of this huge power ' 
output was produced by electric com- 1200 6 
panies, serving the great mining and 
manufacturing centers of America. 
The use of industrial power slowly wwii ‘a 
declined from the high point reached xh ra 
n$ in the fall of 1943 but in recent weeks = 000% 5 
has come back near last year’s high - Se wr . 
ou level. Most of the curtailment in in- Z | s00— %% ~ cee | “id 
he dustrial power has resulted from the © Ss > : S 
- shutdown of aluminum plants operat- . S| % 
ing on fuel-generated power and from = }800 Fm 4 
ont th > — m i 
e stoppage of manufacture of mag- na x te me S ' 
od. nesium. = | Cenk; 8 phe ee x ( 
ont Household use of electricity made S TA Mad i. 3 = 
the usual gain in spite of the almost s) i , 2) 
complete stoppage of the manufacture j- oo— year 3 x ! 
yer of appliances and of restrictions on ia . of g + ; 
he connecting new customers. This is = |soo- J 4z ] 
ny striking proof of the increasing appre- 2 = re) i 
1 ciation of the value of electric ap- - - 4 S ; 
- pliances in a period of vanishing ser- < ;400 F . <)- i 
int vants and other services. = tT Q . 
to Because of restrictions in the use of = }300- a5 i 
in. materials, construction expenditures pe - { 
were the lowest in ten years. Accruals 2 |200 1 4 
for for depreciation were considerably in < ge 
mn. excess of the money actually spent for = ; 
- replacements and no new capital was < }100— , 7 
om raised by the sale of securities during > 
the year. 
The principal line extensions durin o a - -« © 
the a se. in farm areas to ae mn on be on gr & x a. = = x 
food producing farms as defined by _— a ee ee ee 
the War Production Board. Over half 
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of America’s farms now have electricity f 

and electric companies serve two-thirds Despite the fact that practically no new appliances were available in 1944, 
of these electrified farms the increase in the average annual domestic usage in kilowatthours con- 
, tinued at the same rate as in the past several years. The average cost per 
Sales programs developed by all kilowatthour reached the all-time low of 3.5 cents. 
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for stockholders declined slightly from 
the previous year and was 7¥2 per cent 
below the prewar year of 1939. 

Unequal tax treatment by the Fed- 
eral Government of power enterprises 
is the most serious problem confront- 
ing electric companies. One-fifth of 
this basic industry rides free of the 
Federal tax burden while the other 
four-fifths pay sixteen cents out of 
every dollar of gross revenue. 


Increased Revenues Offset 


The consolidated income statement 
of the electric utility companies for 
1944 will show a gain in gross revenues 
of approximately $110,000,000 over 
1943 to an estimated total of $2,925,- 
000,000. According to financial re- 
ports published for the first ten 
months of the year (with November 
and December estimated) much of this 
gain was offset by increased operating 
expenses, the cost of fuel alone having 
grown from $363,000,000 in 1943 to 
over $400,000,000 in 1944 as com- 
pared with $203,000,000 in 1940. In 
four years the utility companies’ fuel 
‘bill has thus doubled. In addition to 
this, taxes rose by some $20,000,000 
more, with the result that net income, 
after all charges, has been reduced 
from $512,000,000 in 1943 to $500,- 
000,000 in 1944. 

The total of all taxes—Federal, State 
and local—is estimated at $700,000,000 
for the year 1944. This represents an 
increase of $20,000,000 or 3 per cent 
over the $680,000,000 paid in 1943. 
Of these taxes, $466,000,000, or two- 
thirds, were paid to the Federal Gov- 
ernment. Taxes now represent 24 per 
cent of all the money received by the 
electric utility companies from their 
customers. For every two dollars paid 
to stockholders, taxing bodies took 
over three. 


Generating Capacity 50,000,000 Kw. 


Installed capacity of all electric util- 
ity power plants, both public and pri- 
vate, increased during the year by 
about 1,500,000 kilowatts, bringing 
the total at the present time to about 
50,500,000. Since the beginning of 
the war in Europe in the summer of 
1939, generating capacity has grown 
by 11,000,000 kilowatts. 

With the passing of the crest of 
industrial production, the maximum 
demands (or “peak loads’) upon elec- 
tric power plants were not essentially 
different in 1944 from those attained 
‘in December, 1943, and are now esti- 
mated to have approximated 41,000,- 
000 kilowatts. The total installed ca- 
pacity of 50,500,000 kilowatts is thus 
9,500,000 kilowatts, or 23 per cent 
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above the maximum requirements. In 
other words, at the moment of greatest 
use of electric power throughout the 
country there was in reserve this per- 
centage of generating capacity. 

This compares with a margin of 
8,275,000 kilowatts (or 20 per cent of 
peak demands) the year before. 

Output of electricity in 1944, by all 
agencies contributing to the public 
supply, totaled approximately 230 bil- 
lion kilowatthours, an increase of 9 
billion, or 4 per cent, over the pro- 
duction in 1943. All of this took place 
during the first 8 months of the year. 
the remaining four having shown a 
decline. ‘This net increase compares 
with a gain of 32 billion, or 17 per 
cent, registered in 1943. In the five 
years from September, 1939, when the 
Germans invaded Poland, to the pres- 
ent time, the total output has grown 
from 126 billion kilowatthours per 
year to 230 billion, an increase of 83 
per cent, while generating capacity has 
grown 28 per cent. 

In addition to the production of 
electricity by public utility plants, ap- 
proximately 53 billion kilowatthours 
were generated by industrial plants for 
their own use, bringing the total of all 
electricity generated for all purposes 
in the United States in 1944 to 283 
billion. Also some 2 billion kilowatt- 
hours more were imported from Can- 
ada. 

During 1944 Canada is estimated to 
have produced some 40 billion kilo- 
watthours of electricity which, when 
added to the 283 billions made in the 
United States, give a combined total 
of 323 billion, or more than half the 
estimated present world production. 


Sales of Electricity 


The large expansion of electro- 
metals—aluminum, magnesium, elec- 
tric steels and ferro-alloys—which con- 
stituted a striking feature of the in- 
crease in sales of electricity during the 
two previous years, slacked off in 
1944. The curtailment of electric 
steels, the shutdown of aluminum 
plants operating on fuel-generated 
power and the complete stoppage of 
the manufacture of magnesium, con- 
tributed largely to the decline in power 
sales during the last four months of 
1944. On the other hand, the use of 
power for general manufacture con- 
tinued at approximately last year’s 
levels. 

During the year, more than 500,000 
new customers were added to the 
utilities’ books, bringing the total at 
the end of the year to 33,000,000. In 
spite of the impossibility of procuring 
new appliances, the use of electricity 


in the home increased by 2¥2 billion 
kilowatthours, or 8¥2 per cent, to an 


estimated total of 31,200,000,000. 
This increase was caused partly by the 
establishment of what practically 
amounted to two homes by families 


with war workers on two and three 
shift operation. More particularly it 
can be explained by the greater use of 
current arising from the increased em- 
phasis on the value of the service that 
electrical equipment can give and 
which has brought into active use 
many thousands of hitherto idle ap- 
pliances. The annual use of current ‘by 
the average residential customer ap- 
proximated 1140 kilowatthours at the 
end of 1944, as compared with 1070 
the year before—an increase of 70, or 
6¥2 per cent. In sharp contrast to ris- 
ing operating expenses and taxes the 
average cost to the consumer of resi- 
dential electric service continued its 
usual decline and is now about 342 
cents per kilowatthour—an all time low. 


Construction Expenditures 


In 1944 the electric utility com- 
panies of the United States spent in 
round numbers 200 million dollars for 
construction purposes. Because of the 
uncertainty as to the length of the 
war and the release of construction ma- 
terials, it is difficult to estimate con- 
struction expenditures in 1945. If the 
restrictions continue throughout the 
year 1945, the total for next year will 
fall below 1944. Indications are how- 
ever, that construction expenditures in 
the year following the removal of re- 
strictions will be from 250 to 300 
million dollars. Plans for rural exten- 
sions, for one thing, contemplate an 
expenditure of 80 million dollars .in 
the first year after restrictions are re- 
moved. 

During the year now closing, as 
indicated by election returns, there has 
been less interest in municipal opera- 
tion of electric utilities than in any 
similar period for many years. The 
Federal Government, however, is mov- 
ing toward further governmental ex- 
pansion in the power business. A bil- 
lion dollar flood control bill recently 
passed by the Congress provides for 
extensive power development in a 
number of dams in spite of the natural 
conflict between flood control, which 
calls for normally empty reservoirs to 
impound flood waters, and power pro- 
duction, which calls for full reservoirs 
to maintain power output. A number 
of these projects are primarily power 
projects and only incidentally naviga- 
tion or flood control projects. Power 

(Continued on page 70) 
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Electronic Welding Control 


Speeds Ship Production 





T= SPEED up in fabrication of 
ships during this war can be at- 
tributed to a large extent to the greatly 
increased use of automatic electronic 
submerged melt welding. 

The use of this process cuts down 
the man-hours needed for welding and 
eliminates much other work which 
would be involved, such as the need 
for bevelling, chipping and bracing the 
work with strong backs to prevent 
warping. 

As an example of its tremendous 
saving in man-hours, here are some 
figures which were compiled during 
one month on the work being done in 
one ship fabrication shop. The man- 
hours required to do the work with 
electronic apparatus amounted to 727. 
If the work had been done with man- 
ual welding which involves the items 
mentioned previously, it would have 
amounted to 10,905 man-hours. The 
electronic apparatus, therefore, was 
effecting a saving of 10,178 man-hours 
a month to this company. 

In submerged welding, the welding 
rod is fed into the arc through a layer 
of flux, which confines the heat of the 
arc to the welding zone, prevents the 
molten metal from spattering and 
forms an insulated coating over the 
weld during the cooling time, which 
allows the molten metal to cool slowly 
giving an annealed weld which is ex- 
tremely tough. The flux is a de-oxi- 
dizing agent. 

In operation, the layer of flux is 
deep enough to obscure the arc. The 
welding heat, or arc current, can be 
increased to an extent never before 
realized with manual welding. By in- 
creasing the welding heat, the speed of 
progress along the seam being welded 
can also be greatly increased. 

Since the arc is obscured by the 
flux and the welding cannot be ob- 
served by the eye, it is therefore evi- 
dent that some automatic means of 
feeding the rod into the welding zone 
must be provided. This is provided for 
by an electronic apparatus, which 
drives a motor, which feeds long 
lengths of rod or coiled rod into the 
welding arc. 

The rod melts off into the arc at a 
tate which depends on the size of the 


rod, the welding current, and to some 
extent, the speed of progress and 
thickness of the material being welded. 
Nevertheless, the rate at which the rod 
melts off must be compensated for by 
feeding the rod into the arc, if we are 
to maintain the length of the arc con- 
stant. An arc of a constant length and 
a constant current through the arc is 
needed for uniform welding. It is 
evident, therefore, that for a given 
welding condition, the motor must 
feed the rod into the arc at exactly 
the same speed at which the rod is 
melting off into the arc. If the speed 
is too great, the arc will get shorter 
and shorter until the rod sticks to the 
work. If the speed is not great enough, 
the rod will burn off faster than it is 
being fed into the arc and the arc will 


By A. B. Saunders 


get longer and longer until it goes out. 

Whenever an arc is created, the air 
surrounding the arc is ionized by 
electronic bombardment and becomes 
a conductor of the current. This en- 
ables the arc to be maintained. The 
ionized air is not a perfect conductor, 
but offers some resistance to the flow 
of current, which causes the heat 
which is developed by an arc. In ef- 
fect, the arc acts like a resistor of a 
very low value, increasing its resistance 
as the path of resistance is lengthened. 
The resistance varies almost in pro- 
portion to the length provided the 
current is maintained constant. 

We know from ohms law that volt- 
age is a product of current times re- 
sistance or E = I x R. Since the re- 
sistance of the arc is proportional to 





The electronic controlled submerged melt welding unit developed by Mr. 


Saunders is shown here in operation. 


In one month this device has 


reduced the man-hours required for certain welding operations from 


10,905 to 727. 


This type of welding makes unnecessary many operations 


such as bevelling, chipping and bracing to prevent warping. 
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the length, we can substitute in the 


formula and say that E = I x length 
of arc. 


The equipment used for supplying 
welding current is usually of a type 
which supplies a more or less constant 
current to the load, depending on how 
it is preset. This enables the current I 
in the formula to be an approximate 
constant. Therefore, E is proportional 
to the length of the arc, where I is 
constant. Due to this fact, we can use 
the voltage “E” across the arc as a 
means of controlling the length of the 
arc. 


In order to do this, the voltage 
across the arc is applied to a control 
tube, which furnishes current to drive 
the rod feed motor. The control tube 
acts as a valve, allowing current to pass 
at a certain value of grid voltage and 
stopping it when the voltage drops 
below this value. The circuit of Fig. 1 
is a simple fundamental circuit. The 
potentiometer “P” makes it possible 
to apply any amount of the welding 
voltage to the grid of the contro: 
tube. 

In practice, the potentiometer is 
set at a point which will just allow 
the tube to pass current when the 
welding voltage across the arc is at 
the desired value. The current passed 
by this tube, or other tubes which it 
controls, is used to drive the motor 
which feeds the rod. Therefore, if 
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the voltage tries to increase across the 
arc, the tube passes current and the 
motor runs, feeding rod into the arc 
until the length of the arc shortens 
and the voltage across it drops to a 
point where the tube stops passing 
current. When the tube stops passing 
current, the motor stops and the rod 
burns off until the critical starting 
point is again reached. Actually the 
tube cuts the current on and off so 
rapidly that the motor never stops 
running and it assumes a speed de- 
termined by the amount of power 
pulses which it receives. This is the 


speed at which the rod is being fed 
into the arc—the same rate at which 
it is burning off. 

A gas tube is used for the purpose 
of control, since it has the property 
of passing no current up to the critical 
value of grid breakdown voltage and 
beyond this critical value, it passes a 
large amount of current with little 
internal loss. The grid loses effective 
control of the current once the dis- 
charge has started, due to the fact 
that the grid becomes surrounded by 
a cloud of positive ions, which effec- 
tively shield it. It is therefore necessary 
to supply the plate with an a-c voltage 
so that the grid can regain control of 
the current during the time when the 
anode of the tube is receiving the 
negative half of the a-c wave. 

When the anode of the tube is 
receiving the negative half of the a-c 
wave, the ions surrounding the grid 
are cleared away and if the grid voltage 
is reduced below the critical point 
during this time, it will prevent the 
anode from passing current when the 
anode again becomes positive. 

The chart of Fig. 2 shows the 
starting grid voltage characteristic for 
a type of gas tube which will operate 
in the circuit of Fig. 1. The sine wave 
chart of Fig. 3 shows the tube voltages 
plotted against time. “A” is the a 
voltage applied to the anode, “‘B”’ is 
the voltage at which the grid will 
allow the tube to breakdown and pass 
current, “G” is the varying voltage 
supplied to the grid from the welding 

(Continued on page 70) 


Compact, portable machine which 
can be carried by one person from 
job to job in the plant. 
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Contractor Finds Opportunity 
In Small Parts Salvage 


By O. D. Hall 


i A MODEST war plant at Brit- 
ton, Oklahoma, electricity is being 
utilized to salvage small parts and 
critical materials for the airplane in- 
dustry. Small bolts, rivets and other 
fittings, valued at $4,000 every day, 
are being saved in the plant of the 
R. E. Mattison Company, where 45 
people, working with electrically 
operated machines and under fluores- 
cent lights, are carrying out an impor- 
tant war contract. 

R. E. Mattison, head of the firm, 
started as a general contractor in Okla- 
homa City in 1927 and removed to 
Britton in 1933. Then came the war 
and he was awarded several electric 
power and distribution contracts. His 
first big installation was at an army 
camp near Bastrop, Texas. Then fol- 
lowed similar installations at Camp 
Gruber, near Braggs, Okla., and at the 
North and South naval bases, near 
Norman, Okla. For exceptional effi- 
ciency in carrying out these contracts, 
he was presented with the Army and 
Navy E award. 

These jobs finished, an opportunity 
was presented to Mr. Mattison which 
at first thought did not impress him 
greatly. The superintendent of a big 
airplane manufacturing plant called 
him and asked how he would like to 
take a contract to salvage small air- 
plane parts which were falling from 
workmen’s benches and platforms and 
were being swept up and dumped. The 
heavy press of war contracts, high 
cost of materials and skilled labor, did 
not make it economically feasible to 
permit these skilled workmen to pick 
up these small parts, re-assemble them 
and utilize them in their various 
operations. 

Let Mr. Mattison pick up the story 
here: “When the proposal was put up 
to me, I had no equipment nor previ- 
Ous experience in salvaging small air- 
plane parts. I doubted whether the job 
could be profitably accomplished and 
I asked for a little time to investigate. 
I took two trips to the West coast and 
found that some small contracts of a 
similar character had been let. I visited 
some of these shops and obtained 
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ideas which convinced me that I could 
adapt machinery to the particular sal- 
vaging job which I had been offered.” 

Mr. Mattison went on to say that 
he took the contract, had equipment 
especially designed to accomplish the 
job, and in a warehouse he formerly 
had used in his general contracting 
business, he installed 10 machines, 
each operated by electricity. 

The small parts, mixed with dust 
and metal sweepings, come to the Mat- 
tison plant looking very much like piles 
of rubbish. The first machine is mag- 
netically designed to remove all metal 
parts from the dust. Other machines 
separate the various sizes of metal 
parts from each other and drop them 
into individual bins. 

Having the small metal parts sepa- 
rated as to sizes, the next operation is 
to select the parts having similar sized 
heads. These small parts are dropped 
from electrically operated feed hoppers 
on to conveyor belts which pass slowly 
before the eyes of the operator. This 
operator removes all defective parts 
from the belt as they pass and the 
good parts drop into a bin. The next 
and practically final machine process 
is separation of all parts with similar 


lengths. By the time the parts have 
passed through all the selector ma- 
chines they are properly assorted and 
ready for return to the airplane plant 
for use in the manufacture of airplanes. 

Each machine is individually equip- 
ped with a one-fourth horsepower 
electric motor. This enables the opera- 
tors to shut off the power from a ma- 
chine when it is not in operation and 
effects a substantial saving in current. 
Each selector machine also is equipped 
with a Cyntron electric feed attach- 
ment, manufactured at Homer City, 
Pa. Each feed machine is equipped 
with a rheostat by which the operator 
can control the volume of the feeding 
of parts to the conveyor belt. The feed 
can be shut off entirely, controlled at 
one part at a time or increased to a 
stream of parts where fast inspection is 
possible. 

When it is realized that these small 
parts are made of various valuable 
metals and metal alloys, and that they 
are absolutely new and unused when 
dropped from the working platforms, 
it is easily seen that these bolts, rivets 
and other small parts have an immense 
value in the aggregate. 

“Our operations here” said Mr. 
Mattison, “sometimes mean the dif- 
ference between continuance of work 
and a temporary shutdown in some 
departments of the airplane plant 
which use these materials. If there is a 
delay in securing a shipment of small 
parts such as we salvage, the plant 
telephones us and we have a substan- 
tial supply rushed to it in time to pre- 
vent a shut down, a very valuable serv- 
ice in a time when the company _is 
struggling to meet production dead- 
lines.” (Turn to page 69) 





R. E. Mattison stands beside one of the small parts salvage machines which 

he developed. His contracts for the salvage of small aircraft fabricating 

parts from sweepings will tide his organization over until the opportunities 
in the contracting business are more encouraging. 
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>. of four to five per cent 
of the man-hour cost per job is 
realized on motor rewinding and repair 
by the Shreveport Armature and Elec- 
tric Works by use of a bin system by 
which jobs automatically come to the 
work bench in their turn. 

This system was devised by G. R. 
Lieber, vigorous owner and manager 
of the plant, who spends practically 
all of his time out on the job or work- 
ing in the shop and is seldom found 
in the office. 

Lieber devised the bin procedure 
after coming to the conclusion that 
system and organization are essential 
to a shop that handles considerable 
volume in repair of both heavy and 
fractional horsepower motors, and he 
was convinced that the method would 
result in a saving in shop costs. 

When jobs come in, regardless of 
size, each job gets a number and the 
heavier stuff is segregated at one end 
of the shop where it can be more con- 
veniently handled by overhead cranes. 

But with the smaller and fractional 
horsepower work, these numbered jobs 
are assigned to the proper departments 
where they go into bins and when the 
work crew completes the job at hand, 
they merely select the next job in or- 
der, a determination made by the job 
number. 

“Each set of bins,” says Lieber, 





Exterior of plant of Shreveport Armature and Electric Works 


Systematic Motor Job Handling 
Reduees Shop Man-Hours 


By Baron Creager 


“were constructed especially for the 
department which they serve and the 
bins, of course, are nothing more than 
horizontally and vertically divided 
shelves, open on both sides and of a 
design to accommodate the size jobs 
for various departments. 

“Proper binning of incoming work 
keeps these jobs from cluttering up 
the floor of the shop. This eliminates 
confusion and the men can do faster 
and better work in a shop that is kept 
neat and clean. They can find the next 
job in order without having to hunt 
through a number of jobs scattered 
around the shop.” 

Departments in the Shreveport 
Armature and Electric Works are ar- 
ranged so that the binning process 
moves smoothly. 

A driveway divides the shop and on 
one side of the driveway, the heavy 
motors and transformers are segre- 
gated. On the opposite side of the 
driveway, the departments are ar- 
ranged in graduation down to frac- 
tional horsepower. 

This arrangement of departments, 
plus the binning system, is what Lieber 
considers the important factors in 
cutting man-hour costs per job by four 
to five per cent. Also, he considers 
these factors especially important un- 
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der circumstances imposed by the 
emergency, with experienced and com- 
petent help hard to get and keep. 

Another innovation by Lieber is a 
stock room bin arrangement of his own 
design for the control and storage of a 
motor parts inventory that is not al- 
lowed to fall under $10,000. 

Under this system, each bin holds 
only the motor parts for motors of one 
manufacturer and the bins are neatly 
lettered with the manufacturer’s name. 
Wire stock is binned by sizes. Lieber 
explains: 

“These bins were built and arranged 
so there will be enough capacity to 
stock the average run of parts neces- 
sary for repairing the most popular 
brands of motors in use. 

“Some manufacturers have built a 
number of motors. One motor by one 
manufacturer may be more popular 
than all his other models and some 
motors require more parts than others, 
so it is necessary to have a constant 
flow of replacement parts. 

“We try to keep in stock enough 
parts to take care of at least 90 per 
cent of the repair work as it comes in.” 

Lieber’s shop is one of the finest in 
the South insofar as equipment is con- 
cerned. He also specializes in industrial 
wiring. In the Shreveport territory this 
takes his crews principally to lumber 
mills, refineries, and manufacturers of 
oil field equipment, and he finds this 
activity a good feeder for his motor 
repair business. 

His industrial wiring business repre- 
sents about 65 per cent of his total 
volume, and he did $250,000 worth 
of industrial wiring last year. Of the 
other 35 per cent of his volume, which 
is shop work, 70 per cent is heavy 
motors. 

In the fractional motor department, 
Lieber has had excellent success with 
girls and employs seven regularly, 
three of them on three-phase work. He 
got these satisfactory feminine workers 
by advertising, picking out the ones 
he wanted and training them in his 
shop. 

Lieber says that although some 
shops have had considerable success in 
the development of special tools for 
short-cuts in shop work and conserva- 
tion of man-hours, his staff is too busy 

(Continued on page 69) 











These views show the spaciousness of the plant of the beyond. Below, the smaller motor and fractional horse- | 
Shreveport Armature and Electric Works, operated by G.R. power motor department. The bins which Mr. Lieber has 
Lieber, in Shreveport, Louisiana. Above; the entrance found so advantageous in systematizing his shop are to be 
driveway with its crane system, and the heavy motor section seen just beyond the first work bench. 
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Motor Shop Association 


Defines “Rebuilt Motor” 


GUIDE for the rebuilding of 
electrical equipment was the sub- 
ject of discussion at a recent meeting 
of a special committee of the Na- 
tional Industrial Service Association, 
of which Jos. F. Ferrari is chairman. 
Every NISA chapter appointed one 
member, or a committee, to review 
the specifications, and comments from 
the general membership were invited. 
The real purpose of this work is to 
create a definition of the word “re- 
built” so that customers and dealers 
may know what to expect in their pur- 
chases. Some name, such as “NISA 
Rebuilt,” should be given to equip- 
ment so rebuilt. No member would 
be required to adopt the final specifi- 
cations. Those who rebuild according 
to them would be privileged to use the 
name in publicity, effecting sales, and 
applying a tag ““NISA Rebuilt” to sold 
equipment. 

All suggestions received were studied 
and those deemed most valuable have 
been incorporated in a new writing of 
these standards. The committee offers 
the following “25 points” in their 
revised form: 


Guide for Rebuilding of 
Electrical Equipment 


1. Nameplate. Every piece of electrical 
equipment, such as motor, generator, con- 
verter, starter, controller, transformer, etc., 
must have a pcrmanent nameplate, clearly 
and completely specifying all the necessary 
information that will show the capacity, 
amperes, voltage (both primary and sec- 
ondary), phase, frequency, full load, cur- 
rent, and RPM, and wherever possible the 
frame size, type, whether continuous or 
intermittent duty, the temperature rise, 
and the original manufacturer’s name and 
serial number. 

2. Cleaning and Varnishing. All wind- 
ings and parts, both external and internal, 
housings and bearings, must be thoroughly 
washed and cleaned free from dirt, grit, 
and grease; and after thoroughly dried the 
windings must be well varnished with a 
good grade of cither air-drying or baking, 
moisture, and oil-proof varnish. 

3. Frames and Bonnets. All frame and 
bonnet castings must be free from cracks 
and breaks, and the seats of the bonnets 
must fit properly and squarely in the frame 
recess. 

4. Leads. All external and movable in- 
ternal leads must be flexible and in good 
condition and of sufficient length to permit 
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ready connection to line wires. On D.C. 
equipment, dual voltage, and multiple 
winding motors, and on all controllers, 
transformers, and grids, all terminals and 
leads must be properly marked or tagged, 
and in addition, a legible print or plate 
must be furnished or attached, indicating 
the correct connections. 

5. Terminal Boxes and Blocks. All units 
must be fitted with a terminal enclosure 
of ample size to accommodate all connec- 
tions without crowding; be free of sharp 
edges endangering lead insulation and have 
knockouts that will accommodate the 
proper size conduit for such units. In 
large units above 100 H.P., where terminal 
enclosures are not necessary, terminal 
blocks, lugs, or bus connections must be 
furnished. 

6. Shafts. The bearing and pulley sur- 
faces of the shaft must be concentric with 
the shaft centers, and must be true, 
smooth, and polished. The diameter of the 
shaft at the pulley portion must not be 
more than 10% smaller than originally 
furnished by the manufacturer for that 
motor or the NEMA corresponding horse 
power and speed, and must not be smaller 
than 1/10 of 1% from such standard di- 
ameters. (Example—A 1” shaft may be 
turned down to 15/16”, and must not be 
smaller than .001” under 15/16”. A 2” 
shaft may be turned to 17%” and be not 
less than .002” under 17%”.) Shafts not 
long enough to accommodate a pulley 
must be specified as a short shaft motor, 
and customer advised of same. 

7. Keyways. Keyways must be true, and 
have straight sides, and accommodate key 
steel to a tap fit. When keyways are cut 
they must be made standard in dimensions, 
if possible. 

8. Bearings, Sleeve. Sleeve bearings must 
be uniform in diameter, be of tap or press 
fit in the housing, and be smooth internal- 
ly, with oil grooves for proper distribution 
of oil. In A.C. motors the difference be- 
tween the bore of the bearing and the 
diameter of the shaft must be less than 
three (3) mils per inch of diameter of the 
shaft. (Example—When a shaft is 1” in 
diameter, the inside diameter of bearing 
must be less than 1.003”, if the shaft is 
.95”, the I.D. of the bearings must be less 
than .98”. On a 2” shaft, the I.D. of the 
bearings must be less than 2.006”.) On 
D.C. equipment (air gap between armature 
and field permitting) the difference be- 
tween the bore of the bearing and the 
diameter of the shaft must be less than 
five (5) mils per inch diameter of shaft. 

9. Oil Rings. Oil rings must be per- 
fectly true and be free of imperfections to 
the extent that same will rotate properly, 


and be of proper size to carry sufficient oil. 

10. Bearings, Ball. Ball bearings must 
be free from play and audible grating or 
rumbling, and knocking noises. Ball bear- 
ings must be of tap fit on the shaft, and a 
push fit in the housing, and must be 
properly greased when installed in the 
motor. 

11. Bearing Housings. The oiling system 
and oil and grease chambers must be 
cleaned, and protected from dirt by proper, 
well-fitted oil covers and end caps, and 
free from leaks. They must be equipped 
with a proper oil overflow cup, with 
cover, and of sufficient height to maintain 
correct oil level in bearing housing. 

12. Balance. All rotors and armatures 
must be either dynamically or statically 
balanced so as to produce smooth opera- 
tion of the machine. 

13. End Thrust. All rotors and arma- 
tures must be so centralized laterally on the 
shaft so as to eliminate end thrust pressure 
against either bearing, and should float 
between bearings. 

14. End Play. End play motion in 
sleeve bearing motors must be approxi- 
mately 1/16” per inch diameter of shaft. 

15. A.C. Stators, and D.C. Pole Pieces 
—Mechanical. All stator cores must be 
firm and a tight pressed fit in motor 
frames, and all slots must be straight and 
regular. D.C. pole pieces must be firm and 
secure. 

A.C, Stators and Slip Ring Rotors — 
Electrical. Windings must be free from 
open circuits, short circuited coils, and 
cutout coils, free of short circuits between 
coils and phases, and free of grounds. All 
connections must be properly soldered or 
welded and secured. All coils properly 
dipped and baked with a good grade of 
varnish to make the winding solid, oil and 
moisture resisting. 

16. Armatures (D.C. & A.C.)—Rotors 
(Slip Ring and Squirrel Cage)—Mechani- 
cal. All conductors must be secure and 
soldered or welded, all bands must be ade- 
quate and properly soldered, snug, secure 
and insulated from the winding which 
they cover. The armature and rotor lami- 
nations must be firm and secure on their 
spiders, and likewise on the shaft. 

Slip rings must be solid, properly in- 
sulated, and have sufficient stock to be 
mechanically strong. 

17. Rotors (Squirrel Cage)—Electrical. 
End ring connections must be thoroughly 
and completely soldered or preferably 
brazed, and be free from open circuits. 

18. D.C. Fields (Rotating and Station- 
ary)—Electrical. All direct current fields, 
rotating, main and commutating (inter- 
pole) must be free from grounds. Com- 
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pound wound fields must be well insulated 


and free from short circuits between shunt 
and series windings. Series and commutat- 
ing (interpole) coils must be free from 
short circuits between turns. Shunt and 
rotating fields must be tested when hot for 
voltage drop across each coil. Any shunt 
coil having a voltage drop of less than 
85% of its normal share of the line 
voltage should be replaced. 

19. D.C. Armatures—Electrical. Arma- 
ture winding must be free of open circuits, 
short circuited and cutout coils; short 
circuits between coils and free of grounds. 
All connections and leads properly secured, 
and windings dipped and baked with a 
good grade of varnish to make same solid, 
oil and moisture resisting. 

20. Commutators. Commutators must 
be solid, tight on the shaft, and accurately 
machined concentric with shaft; free from 
carbonized insulation and short circuited 
segments and grounds. When copper stock 
is less than 50% of its original amount 
customer must be notified of same. 

Mica must be left flush or undercut as 
determined from the grade of mica, the 
grade of brush, and from the design, pur- 
pose and type of unit. 

21. Brushholders and Brushes. All brush- 
holders must be thoroughly cleaned, uni- 
form in size, equipped with an adjustable 
brush tension device, and proper adjusting 
springs and devices in good order. 

Brushes of all types must be the correct 
size and grade for the make and type of 
machine in which they are installed and 
must have at least 50% wearing stock re- 
maining when sold. 

22. Idling or Exciting Current. The 
idling or exciting current in A.C. motors 
must not exceed the original exciting cur- 
tent for motors of identical make and 
specification by more than 10%. With uni- 
form voltage applied there must not be a 
variation of more than 20% in the current 
between the high-low phase. 

23. Full Load Current. The full load 
current of any piece of equipment must 


not exceed the normal full load current of 
a machine of identical make and specifica- 
tions by more than 10%; in the case of 
two and three phase motors and generators, 
full load currents in the different phases 
must not vary more than 20% between 
the high and low phase reading, when uni- 
form voltage is applied to motors, and 
uniform load is applied to generators. 
24-A. Insulation Resistance. The insula- 
tion resistance between windings and the 
frame, as well as between all the current 
carrying parts, and the frame must meas- 
ure, according to the A.I.E.E. recom- 
mended formula, as the safe minimum 
value for insulation resistance of electric 


motors, namely megohm equal— 
Rated voltage of machine 


Rating in kva 
EE 0: 
3 + 1000 


While the above are the A.I.E.E. stand- 
ards, many insurance companies will not 
accept any electrical equipment where 
the megohm reading is below one megohm 
regardless of the voltage and size of the 
machine. Since this is the case, and it is 
admitted some rebuilt motors may need to 
be insured by the customer, it is deemed 
advisable to set a standard of one megohm 
insulation resistance value (attained with 
a 500 volt megger at a temperature of ap- 
proximately 70° F.) as the acceptable 





Megohms = 


minimum, in the cases where the above 


formula equals less than one megohm. 

24-B. Dielectric Test. Prior to shipment 
each rebuilt machine must be subjected to 
a dielectric test as follows: Directly apply 
A.C., 60 cycle, voltage twice rated voltage 
of machine to be tested, for 60 seconds. 

25. Final Appearance, Shipping and 
Guarantee. The reconditioned 6r rebuilt 
machine must be finally finished in its en- 
tirety to a first-class mechanical and elec- 
trical job, including the enameling of the 
frame, and must be well skidded or crated 
for shipment, and all fragile parts pro- 
tected, and the equipment must carry a 
guarantee for a minimum of ninety (90) 
days. 





Individual Motor Drives 
Applied To Peanut Plants 


By P. N. Vinther* 


T= PHYSICAL arrangement of 
the new peanut shelling and clean- 
ing plant of the Greenwood Products 
Co., now nearing completion at 
Graceville, Florida, is a radical depar- 
ture from most existing plants of like 
purpose. Instead of being constructed 
on one or two levels with the product 
generally traveling horizontally from 
machine to machine through the vari- 


*Mr. Vinther is a consulting engi- 
neer, of Dallas, Texas. 


ous stages of its processing, as is the 
usual practice, this plant is in effect a 
conventional one stood on end with 
the produce traveling vertically by 
gravity from the first cleaning process 
on the topmost floor to the final in- 
spection tables on the second floor. 
The result is a tall reenforced concrete 
main mill building flanked by huge 
silo type storage bins, the whole being 
constructed by the slip form method 
and being in external appearance very 
similar to a flour mill. 
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Partly as a result of this new concept 
of product travel, the method selected 
for driving its processing machinery is 
equally revolutionary. Whereas most 
existing plants involve a single prime 
mover transmitting its power through 
line shafting and flat belts, this one 
utilizes an individual motor drive on 
each machine. It is believed that this 
method, followed to such good ad- 
vantage in other industries, will result 
in greater safety to employees, greater 
flexibility in plant operation and a high 
degree of efficiency that will be re- 
flected in comparatively low power 
costs. 

The power complement involves 
some seventy motors, ranging in size 
from one-half to 125 horsepower, and 
totalling approximately 650 horse- 
power connected load. Of these, the 
125 horsepower motor driving a ham- 
mer mill and two 40 horsepower mo- 
tors driving unloader blowers are sup- 
plied with 2300 volts, three phase, and 
are started by means of manual re- 
duced voltage compensators. All others 
are supplied with 440 volts three 
phase and are, in general, started by 
means of across the line contactors. 


These motors fall into two main 
groups, those in and about the storage 
bins whose function is purely the un- 
loading and transportation of the raw 
material and those in the mill building 
whose concern is the actual processing 
of the material. 

The control of this latter group for 
the maximum of ease and safety in 
operation is most interesting. In a pro- 
duction line process such as this, it is 
axiomatic that no part of the line can 
function as intended unless the pre- 
ceding and succeeding processes are 
likewise functioning, which means that 
all machines must be put into opera- 
tion before the flow of material is 
started at the top. 

On account of the magnitude of the 
total horsepower involved, it was not 
considered feasible to connect the 
entire load to a single push button 
station to start all motors simultane- 
ously. The machines were therefore 
segregated for control purposes by 
floors and a total of eight push button 
stations were installed in a main con- 
trol group on the third floor from 
which the entire plant can be started 
and stopped, floor by floor. There is, 
in addition, a push button station on 
each floor, connected in parallel with 
the corresponding station in the main 
control group, by means of which ma- 
chines on that separate floor can be 
controlled. 

To enable any individual machine 

(Continued on page 69) 


17 
































































ee ea shop work is 
the specialty of Appliance Serv- 
ice Company, of Nashville, Tenn. Its 
fluorescent-lighted place of business is 
extensively equipped for any kind of 
job, big or little and it does much 
work for other dealers. 

“We do work only in the shop be- 
cause there is not the lost motion of 
work in the field and we can get up 
production,” said W. C. Baker, pro- 
prietor, who also heads Electric Ap- 
pliances, Inc., Frigidaire dealer. ““We 
go in especially for complete overhaul 
jobs, jobs which range in price from 
$34 to $85. Other dealers send house- 
hold refrigerators needing such work 
to us because we are better equipped 
to handle the jobs and they can make 
more money handling quick services. 
We extend to these dealers a trade 
discount. Usually the boxes are sent 
in by truck and unloaded at our front 
door. Sometimes the instructions 
come with the box and sometimes 
later by mail or telephone.” 

Equipment in Baker’s shop includes 
not only a lathe, a drill press and a 
power grinder and buffer, but also 
many special tools and devices. Among 
them are a Gibson vise and field wind- 
ing puller, a Crosley red re-operating 
tool, a Frigidaire float calibrator and a 
tool with which to chuck in a Gibson 
head. Constantly used also is a weld- 
ing outfit. 

In addition the shop is equipped 
with a charging panel for refrigerant 
gas. The equipment enables the con- 
cern to measure out the correct amount 
of gas to charge a refrigerator unit and 
without any gas escaping and “smell- 
ing up” the premises. The gas is pur- 
chased in 150 pound drums. 

The shop operates on the theory 
that “any job worth doing is worth 
doing well,” so that its reconditioning 
jobs are thorough and guaranteed for 
90 days. The $34 to $85 charge is 
exclusive of the motor, being for work 
on the high side including the con- 
densing units. Painting and cabinet 
refinishing is also done, where desired, 
in a separate paint room. 

The company’s complete stock of 
parts also includes extra coils, evapo- 
rators, condensers, liquid receivers 
and motors. Light motor repairs are 
handled in the shop, but motor re- 






Complete Overhauls Profitable 
For Applianee Service Firms 


By Geo. H. Watson 


winds are sent to an exclusive motor 
shop. Where no part is available for 
a certain model or make, then one is 
made if possible, or adapted from a 
similar part. 

In reconditioning jobs, the refrig- 
erating unit is knocked down, worn 
parts replaced, cleaned up, washed out 
with carbon tetrachloride, vacuum 
pulled, baked, reassembled, recharged 
with gas and put back in the cabinet. 

The shop is equipped with a “car- 
bon test” pressure washing system. 
This gas, purchased in 55 gallon 
drums, is hooked up with a compressed 
air line for convenience in “blowing 
out” coils and tubes. The carbon tet. 
after use is recovered for use in wash- 
ing parts externally, so that there is 
a minimum amount of waste. 

Mr. Baker expects to sell both 
household and commercial refrigera- 
tors after the war, but he said he 
would specialize in service more than 
ever before. He bought out the Archie 
Refrigeration Co. in 1941 in order to 
add to his shop equipment for that 
purpose. He said that when he first 
went in business he tried farming out 
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his service work, or else “throwing 
away” trade-in units, but that was a 
mistake—‘‘just like pitching dollars out 
in the street.” 

As an illustration, Mr. Baker said 
the first impulse of a dealer in taking 
a $25 unit in trade is to junk it. In 
that case the loss is $25. But suppose 
this dealer spends $10 fixing it up 
and then sells it for only $25. His loss 
is still only $10 compared with $25. 
Chances are he can sell it for more. 
Every argument, to Mr. Baker’s mind, 
is in favor of a sound service depart- 
ment. 

“Furthermore,” commented Mr. 
Baker, ‘““We will be able to get only 
a limited amount of new merchandise 
for two or three years after the war. 
Hence we will still have to depend on 
service for the largest volume of our 
business. Anyhow to my mind sales 
and service go together like bread and 
butter. 

“We have chosen to specialize in 
shop work in which we could to a 
certain extent use factory methods. 
But there is also an equal field for 
outside service, or the two may be 
combined. In our own case, we turn 
over outside calls to one of our own 





View of refrigerator repair shop of Appliance Service Company, of Nashville, 


Tenn. 


Note individual work benches with fluorescent lamps. 
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Refrigerant gas charging panel in use in the refrigerator repair shop of 
Appliance Service Company, of Nashville. 


mechanics who handles them on his 
own, but if any heavy work is to be 
done then the refrigerator is brought 
to the shop. 

“We have had more reconditioning 
work to do than ever before because 
people cannot buy new refrigerators. 
Some of the boxes reworked ordinarily 
would have been discarded, but they 
were badly needed so we fixed them 
up. The parts manufacturers have done 
a good job of supplying us parts and 
we have done our best to keep the 
volume of work moving—even to the 
extent, at times, of operating day and 
night.” 
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OMPLETE overhauls on house- 
hold electric refrigerators is a 
specialty with Shaw & Billingsley, 
appliance dealer of Birmingham, Ala. 
In thus featuring complete recondi- 
tioning jobs, this concern borrowed 
an idea which has proved profitable 
to repair shops in the automobile field. 
“The advantage of the complete 
overhaul is that the customer gets 
everything needed done to the re- 
frigerator at one time, at one place, 
and at one price,” said Mack Shaw, 
proprietor. “However, we examine the 
box before making any recommenda- 
tion and do not suggest a complete 
overhaul if it is not needed. But most 
boxes that are from five to twenty 
years old need this service. We get 
some pretty ancient models now that 
the public can’t buy new ones.” 


Mr. Shaw said a charge of $22 to 
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$55 was made for the reconditioning, 
depending on the work done and the 
parts furnished. On an open type ma- 
chine, all necessary work is done to 
make it run like new. All parts that 
show the least bit of wear or defec- 
tiveness are replaced and this is con- 
sidered wise as, after all, labor is the 
chief cost of reconditioning a_ re- 
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frigerator. Parts replaced include such 
items as seals, valves, belts, brushes, 
floats and door gaskets. Refrigerators 
overhauled carry various types of re- 
frigerants, but many are SO, jobs. Re- 
charges are made where necessary. On 
expansion valve jobs, floats and tem- 
perature controls are recalibrated and 
adjusted. 

This concern deems it unwise to go 
into enclosed machines such as the 
General Electric monitor tops. Rather 
it suggests an exchange for a factory- 
rebuilt machine. The old unit is 
shipped to the factory in the same 
packing case in which the rebuilt one 
is received. Thousands of these moni- 
tor tops are still in use and in prac- 
tically every community. 

On the return of the refrigerator, 
the customer is given instructions on 
how to take care of it in order to as- 
sure its operation for the duration 
or longer. These include keeping the 
air cooled condenser clean, the motor 
oiled properly, and the temperature 
control set properly. 

An overhaul job applies largely to 
the working mechanism and does not 
include refinishing the cabinet. How- 
ever, many customers want this work 
done, also. A paint spray gun is used 
for this purpose. Right now a quick 
drying paint cannot be obtained and 
more time is required for the job. 
However, the concern normally can 


(Continued on page 68) 





Mack Shaw, proprietor of Shaw & Billingsley, of Birmingham; is shown at 


the left in the company’s repair department. 
Mrs. Billingsley, secretary, is standing behind 
So many repair jobs are received that working space is greatly 
restricted but jobs are kept moving. 


recharging a refrigerator. 
Jack Shaw. 





His brother, Jack Shaw, is 
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THEY’LL WANT QUALITY 


My friend the manufacturer said he 
believed that there’s a good deal of 
floundering around about postwar 
planning when after all the matter is 
extremely simple. 

“What do you mean simple?” I 
asked. “How can you call an idea 
simple when it is commanding the 
attention of the best minds and wrin- 
kling the best brows?” 

“IT mean that most of us make hard 
work of the postwar plan, trying to 
pierce the future, when it isn’t hard 
at all.” 

I never had accused my friend of 
being clairvoyant before, but I did 
now. He disclaimed the accusation. 

“I can’t see any farther than 
others,” said he, “‘but one fact about 
the postwar world is so clear that a 
proverbial blind man could see it. It’s 
this point around which we’re casting 
all our selling plans.” 

“Go ahead and outline the point,” 
said I. 

“The point is simply that the post- 
war market will be a quality market, 
and the demand will be, not for 
cheaper goods, but for better. Any 
salesman or sales executive who tries 
to sell the market short by bringing 
out cheap merchandise is going to be 
in for a let-down,” he concluded. 

“T se.” 

“In our plans, we’re heading toward 
higher-priced better-made goods from 
the day the shooting is over,” said the 
manufacturer. “I think no other course 
will pay.” 
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A DIGEST OF 
SUCCESSFUL 
SELLING IDEAS 


LLIANSG 


(REGISTERED) 


BY CHARLES B. ROTH 


Since I’ve talked things over with 
the manufacturer I have been looking 
into this quality market. and am con- 
vinced he is right. 

Some of my conviction has come 
from these recent facts by Harry A. 
Hopf, the management engineer. He 
points out: From 30 to 40% of the 
families had incomes of less than 
$1,000 in the years 1935-1939. Now 
nearly one-third of the families have 
incomes over $3000. Average wage for 
the earlier years was $520; 1942 saw 
it up to $852. In 1945 it will be 
around $1500. 

It is a fact, as everyone knows that 
when an individual’s income increases, 
he tends to ‘buy better goods. 


JUST WHAT IS SELLING? 


His name is Paul Treat and he has 
made good in a hard, exacting game— 
life insurance. He has reached the 
point where he can do some profound 
thinking on the subject of selling, 
salesmen, salesmanship. 

The other day I spent a fascinating 
lunch period with him, listening to 
him outline the ideas that have come 
to him from a quarter of a century in 
the front lines of selling. 

“What is selling anyway?” he asked. 
“You tell me.’ 

“I’ve thought for twenty-five years 
to get the answer to that,” he con- 
tinued. “I know the usual answers. I 
wanted the real answer . . . the phil- 
osophical answer.” 

“Did you find it?” 

“T think I did.” 

“What is it?” 

“Selling is explaining,” he said. And 
went on: “I have come to see that the 
great salesman is the salesman who can 
explain in the most lucid and under- 
standable way. That is all there is to 
selling, explain what you have in terms 
of the need of the prospect.” 

“Looked at in that light selling 
should be a very simple matter,” I 
observed. ‘ 

“Should be, is the right phrase,” 
said Mr. Treat. “Actually, it isn’t be- 
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cause proper explaining is so hard. 
Ever try to describe, in one brief sen- 
tence, what the thing you were selling 
would do for your prospect? Try it 
sometime. If you can’t explain all the 
advantages in one simple, succinct, 
memorable sentence, you haven't 
thought long enough or well enough 
on your job.” 

I've been thinking about Mr. Treat’s 
recipe for a successful salesman—put 
into one sentence the lucid explana- 
tion of his line. 

Do you know, I believe that is one 
of the most important things any of 
us who sell should do before we do 
anything else. It would make better 
salesmen of us if we learned how to 
explain to ourselves first, then to 
others. 


BE LIKE THE MAILMAN 


That able and astute Detroit execu- 
tive T. Russ Hill has a curious belief 
many of his new salesmen find hard 
to swallow. He advises them to be like 
a mailman. 

I admit on the face of it that sounds 
screwy. But not when Colonel Hill 
gets through explaining it. 

Says he: “Everyone watches for the 
postman, doesn’t he?” 

“Tes.” 

“Why? Because he bears news—the 
things people want to hear.” 

“Right.” 

“Now I want you fellows to be just 
as welcome wherever you call as the 
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postman wherever he calls. Be a busi-" 
ness postman—a fellow everybody looks 
forward to seeing.” 

When a salesman thinks that over 
for a while, he sees there’s a lot to it. 
He also sees the rules for being a 
“business postman” are clear, viz., 

1. Know something before you call 
that the man’ll be glad to know—in- 
formation from Washington that 
hasn’t reached him yet, new develop- 
ments in the industry, something that’s 
really news. 

2. Get into the habit of making a 
suggestion or two for improving his 
business. Drop it each time you call. 
Before long he’ll be waiting for you to 
come. 

3. Don’t stay too long when you 
call. The postman never does. He’s 
got too many people to see each day. 
He always leaves before you'd like to 
see him go. Good rule to follow. 

4. Be sincerely interested in the 
other guy. If you are, he can’t help 
knowing it. Before long he’ll also be 
interested in you. 


TEST YOUR OWN APTITUDE 


One of the phrases you are going 
to hear more of in the coming months 
is aptitude testing. Sales executives 
seem a little “hipped” on the sub- 
ject, some of them, seeking an airtight 
way to pre-judge whether a man they 
hire will make the grade. 

Although aptitude testing has al- 
teady become a high-pocket racket in 
some places, there is much to be said 
for it, much help to be derived from it. 


Here is a simple aptitude test which 
any salesman can apply to himself. 

The authors, two hard-headed busi- 
ness engineers in Chicago, set out to 
find first what qualities a salesman had 
to have and second in what quantity. 

After considering fifty selling traits, 
they narrowed the essentials down to 
nine. The nine: neatness, adaptability 
(which includes the man’s ability to 
meet situations as they occur), gre- 
gariousness( his desire to be with peo- 
ple and his liking for people), a desire 
to sell, a sense of fairness, intelligence, 
responsiveness to a situation, aggres- 
siveness, and confidence. 

Your own list might be longer or 
shorter, but take these nine and like 
them. 

Then the question arose, How much 
is each of these traits worth in making 
the salesman click? They argued at 
great length about that, finally decid- 
ing this: 

Neatness makes up 5 per cent of the 
man’s selling personality, adaptability, 
10 per cent; gregariousness, 10 per 
cent; a desire to sell, 40 per cent; 
fairness, 5 per cent; intelligence, 10; 
responsiveness, 5; aggressiveness, 10, 
and confidence, 5. 

Naturally, the line of business and 
the type prospects a man deals with 
would change the weight of these 
qualities. 

The idea isn’t to give you a hard- 
and-fast rating subject to no change; it 
is to give you an outline by which you 
can test yourself, over which you can 
do some thinking. 





Compressed Air Useful 
In Fan Service Work 


O*% A CERTAIN DAY last spring 
it seemed that everyone in Chick- 
asha, Okla., had the same urge. The 
urge was to have Paul Pitchford clean, 
oil and pack the family electric fan and 
get it ready for summer service. 

So at the end of that day, Pitchford 
counted the fans that had been 
brought in for service and found there 
were one hundred and ten. 

One hundred and ten fans are a 
lot of fans to be accumulated in one 
day in the small shop of the Pitchford 
Electric Co., and as can be imagined, 
the back end of the Pitchford place 
of business was fairly well cluttered 
up with fans. 

But in three days those 110 fans had 
been cleaned and serviced and were 
ready for the owners. Furthermore, 
Pitchford did all the work and he did 
it without much overtime, but it must 
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be recorded that the regular day’s work 
for Pitchford is between 10 and 12 
hours. The boss can work as many 
hours as he wants to, you will remem- 
ber. 

Even so, the question arises: How 
did one man service 110 electric fans 
and do a good job in three days? 

Pitchford has the answer in the form 
of a portable paint gun of the size 
made for utility and home use and 
powered with a quarter-horse motor. 
Only difference is that the paint gun 
is not used as such by Pitchford. He 
uses the paint gun as an air compressor 
and with this little compressor he first 
blew all the lint and grease off the fans. 
Then he took them apart and cleaned 
them inside by the same process. 

“You can clean up a fan in no time 
at all with compressed air,” Pitchford 
explains. “It’s surprising how that air 
takes off lint that is apparently stuck 
fast into the grease and it’s surprising 
how the air will melt off heavy grease 
accumulations. 








“Cleaning the fan is the most im- 
portant part. A clean fan is much 
easier to work with and if it is clean 
you can repair it or service it in half 
the time it would take otherwise.” 

This little compressor was out on a 
job at the time, at a cotton gin 30 
miles in the country. Every fall, Pitch- 
ford or one of his men makes the 
rounds of the cotton gins, taking the 
little compressor along for the purpose 
of cleaning up all the electric motors 
around the gins. Cotton ginning loads 
these motors with lint and gin opera- 
tors discovered it was wise to have 
their motors cleaned every fall before 
the ginning season. The little portable 
compressor does a slick job on this 
assignment and it represents a nice 
profit for the shop. 

Pitchford gets all the wiring business 
he can take care of and keeps four men 
busy. He goes out and bids on a job, 
but runs the business from the shop 
and does all the repair work on small 
appliances. 

During the emergency, small ap- 
pliance repair volume has handily off- 
set the income lost from appliance 
sales, says Pitchford. This is quite an 
accomplishment for what amounts to 
a one-man repair shop, but Pitchford 
generally knows about what kind of 
trouble to look for in a small appliance. 
When a customer brings in a fan, 
cleaner, toaster, iron, lamp or waffle 
iron, he asks the customer how the ap- 
pliance has been acting. The answer 
gives him a fairly accurate clue to the 
trouble. 

For example, one customer said her 
electric iron would start to heat, then 
she could hear it cut off. Before getting 
at the insides of that iron it was al- 

(Continued on page 67) 





Paul Pitchford, at work in his ap- 
pliance repair shop, in Chickasha, 
lahoma, 
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Maintaining Industrial 


Electrical Equipment 





HE TRIPPING devices on a cir- 

cuit breaker should be checked to 
be sure that all are free to function 
properly. Most tripping devices operate 
on an impact principle, allowing the 
moving parts to move freely until they 
make contact with the trip mechanism, 
so that they strike it a sharp blow. 
This insures positive operation and 
care should be taken to see that the 
parts act freely and are not impeded by 
dust or gummy deposits. The air gap 
between the tripping armature and 
the pole faces of the tripping magnet 
should be quite small, say about fifteen 
thousandths of an inch, when the 
tripping device operates and opens the 
breaker. 

Many circuit breakers are provided 
with time-delay tripping devices of the 
oil cup type. The oil cups should be 
removed every six months and the cup 
and suction disc cleaned with carbon 
tetrachloride. Replace the cups and 
refill them with fresh oil. If the cup 
is not provided with an oil line mark, 
it should be filled until the suction 
disc is just covered. Too little oil will 
result in the device having no time- 
delay action. Too much oil will cause 
erratic time-delay and oil will be 
thrown out through the plunger open- 
ing in the cover. 

A little grit between the suction 
surfaces may make them inoperative 
and cause all time-delay effect to be 
lost. The oil cups should be cleaned 
carefully and refilled with fresh oil. If 
possible, always use oil furnished or 
recommended by the manufacturer. 
If such oil is not available in an emerg- 
ency, use SAE-30. If this gives too 
much time delay, use SAE-20 and 
similarly use SAE-40 to obtain a long- 
er time delay. 

Some oil cup tripping devices are 
made with an adjustable time delay 
which is obtainable by rotating the oil 
cup. The bottom of the suction disc 
and the inside of the cup have quad- 
tant-shaped surfaces and rotating the 
cup changes the areas of the two sur- 
faces which come in contact, and thus 


*This article is adapted from infor- 
mation prepared by engineers of the 


I-T-E Circuit Breaker Co. 
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changes the time delay. Other oil cup 
tripping devices have no provision for 
changing the time. 

When new, circuit breakers are 
usually shipped without oil in the cups 
and with paper discs between the 
suction surfaces to protect them from 
damage. These discs must be removed 
before the breakers are put in service. 


Thermomagnetic Trip 


A circuit breaker on a line feeding a 
single a-c motor is often provided with 
a thermomagnetic trip. The breaker is 
tripped open by a metal thermostat 
heated by the current flowing. An 
adjusting knob is provided for varying 
the setting of the thermostat for dif- 
ferent motors. The knob should be 
turned to the lowest setting which 


will allow the motor to start without > 


tripping the breaker. 

Thermomagnetic trip devices are 
also provided with a magnetic trip to 
open the breaker instantly on a short 
circuit. 

If a breaker cannot be closed man- 
ually, or will not stay closed, check to 
see whether an overload or short cir- 
cuit exists. If not, it is probable that 
the mechanism adjustment has been 
tampered with, or that the latch is 
badly worn, because of long service or 
an excessively large number of opera- 
tions. There is also a possibility of the 
latch being broken, or corroded so that 
the parts do not move freely. Other 
possible conditions are that the latch 
spring is broken or out of place, or 
that the contact bridge pressure is too 
high. 

Another reason for failure of a 
breaker to stay closed may be that 
the tripping armature is sticking to 
the face of its magnet. Clean the faces 
of the armature and magnet poles to 
remove any gummy deposit that may 
be causing sticking. If sticking still 
continues, residual magnetism may be 
responsible. It may be possible to cure 
this by attaching thin brass shims to 
the magnet so that the steel faces of 
the armature and magnet poles do not 
come into actual contact. 

If a breaker has a shunt trip coil, 
this coil may be energized whenever 
the breaker is closed because of a de- 
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Part 4 — Air Breaker Tripping Devices* 


fect in the wiring, the control switch 
or the tripping relay. This condition 
may be detected by noting whether 
the shunt trip coil armature moves 
when the breaker is closed, or by dis- 
connecting the coil. 

Another reason for a breaker failing 
to stay closed, when it is equipped 
with an undervoltage device, is that 
the voltage is too low or this device is 
defective. Check to see whether the 
undervoltage device armature “picks 
up” when the breaker is closed. If not, 
and the voltage is normal, look for an 
open circuit or a loose joint in the 
undervoltage trip coil or the wiring. 
Or it may be that the auxiliary switch 
stage in series with the coil does not 
close soon enough, that is before the 
arcing contacts of the breaker touch. 
If an undervoltage device coil burns 
out check the wiring diagram. If it 
shows a resistor in series with the coil, 
make sure this resistor is properly 
connected. 

If a breaker cannot be closed elec- 
trically, the voltage at the terminals 
of the closing coil should be checked 
with a portable voltmeter when the 
control switch is closed. If there is no 
indication of voltage, a fuse in the con- 
trol circuit may be blown, or there may 
be an open circuit in the wiring or in 
the control switch. Note whether the 
closing relay operates when the control 
switch is closed. If it does not, look for 
a defect in the relay coil or wiring. 

If the voltage at the terminals of 
the closing coil is lower than that 
stamped on the coil nameplate, it is 
possible that the control battery is 
discharged or worn out, or that the wir- 
ing is too small to carry the current. 
If the voltage at the terminals of the 
coil is normal, the coil itself is prob- 
ably either open-circuited or short- 
circuited. Its resistance should be meas- 
ured. If the normal resistance is not 
given on the nameplate it may be ob- 
tained from the manufacturer. 

Fuses in a d-c closing coil circuit 
should have a rating of about two- 
thirds the current drawn by the clos- 
ing coil. This protects the coil against 
burning out if the closing relay fails 
to open. The correct fuse size for any 
particular coil may be obtained from 




















We knew we had a great insulated wire when we made Laytex. But, 
frankly, even we never expected any single wire to take all that Laytex 
has taken in the world-wide laboratory of war. 

Laytex has been subject to the moisture, heat and humidity of the 
tropics... the cold of the arctic circle. It has been subject to the 
shattering shock of the guns on our biggest dreadnaughts. 

Laytex has a proven record of delivering more electricity, more 
dependably, in more different jobs than any other wire we know. 

Right now the entire output of Laytex Wires and Cables is going 
to the Armed Forces. But the day is steadily drawing nearer when 
manufacture will be resumed for Buildings, Police and Fire Alarms, 
Communications, Signalling, Power, Control, and other exacting services. Reg. U. S. Trode Mark 
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the manufacturer of the breaker. A-c 
closing coils cannot be protected by 
fuses because of the large inrush cur- 
rent as contrasted to the low final 
value of magnetizing current. Fuse 
sizes must be larger than this final 
current value and thus give no pro- 
tection against coil burnout. 

If the tripping devices will not 
open the circuit breaker, it is possible 
that the mechanism is badly worn or 
has been tampered with. The latch 
may be worn, broken or corroded. 
The mechanism may be out of ad- 
justment so that the striking pin of 
the tripping device does not move the 
latch, or the latch stops may have 
been tampered with, allowing the 
linkage of the latch to go over center. 
Another possibility is that the tripper 
bar may be loose so that its movement 
is not transferred to the breaker latch. 

The suggestions which have been 
given apply to all circuit breakers, and 
include those arranged for manual, 
electric or automatic reclosing opera- 





tion. In tracing faulty performance on 
automatic reclosing circuit breakers, it 
is essential to have a schematic wiring 
diagram available showing the se- 
quence of operation of the various 
auxiliary control relays. Often the trou- 
ble can be located at the first relay in 
the chain which has failed to operate. 

At periodic intervals the control 
switch of an automatic reclosing cir- 
cuit breaker should be pushed to the 
“off” position and a short circuit es- 
tablished on the load side with light 
wire such as No. 14, bare or weather- 
proof. The overcurrent relay contacts 
should be blocked.open to prevent the 
main operating coil being energized 
before pushing the control switch to 
the ‘‘on” position. Then note whether 
the relays which “lock out” the cir- 
cuit breaker on fault are functioning 
correctly by failing to close contacts. 
If faulty operation is observed the re- 
lay coils and resistors should be 
checked for an open circuit. 





Experimental House Heating 
In Knoxville Makes Progress 


Mo all-electric homes, many of 
them along lines of the Fonde 
subdivisions in Knoxville, are planned 
for the South after the war. 

Stuart Fonde, a Knoxville contractor 
who is at present in war work, not only 
pioneered in all-electric homes and at- 
tracted national attention, but he is 
developing some additional ideas for 
the postwar homes he will build. 

Electrical men have taken a keen 
interest in what he has accomplished 
and what he plans for the future. They 
have visited his all-electric homes and 
research studies have centered around 
them. 

M. L. Bartling, Jr., was associated 
with Mr. Fonde in the development 
of Meadow Hills, where 57 all-electric 
homes of different types were com- 
pleted shortly before Pearl Harbor. 
Mr. Bartling in his own home is now 
experimenting with electrical heating 
from the ceiling in one room and re- 
ports that he has found it satisfactory 
so far. 

Mr. Bartling installed electric re- 
sistance wires six inches apart under 
wallboard of the ceiling. They covered 
the ceiling. 

The wiring is connected with a 
thermostat on the wall and the heat 
is set for any desired temperature. 
“The arrangement has worked per- 
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fectly,” said Mr. Bartling. 

The wiring cost him about $25, the 
thermostat $10. Special nichrome re- 
sistance wire was installed in the ceil- 
ing. 

Another experimental type of elec- 
tric heating in one of the Fonde-built 
homes of the Meadow Hills “smokeless 





community” is the use of one-inch 
wrought iron piping, 16-inch on cen- 
ters, underneath the floors of the 
house. Water heated electrically cir- 
culates through the pipes to warm the 
home from an invisible source. 

The family in the home the first 
scason was so sure that such an idea 
was not practical that they did not 
even switch on the system. They used 
space heaters instead. The next season 

(Continued on page 67 





Above, M. L. Bartling, Jr.; ex- 
amines thermostat during tests he 
ran on ceiling type radiant heating 
system installed in his Knoxville 
home. Below, an electrically heat- 
ed room, typical of many in the 
Knoxville area. Radiant heater is 
under window at left. 
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Navy’s Newest Weapons— 
Mobile Generating Plants 


The Navy’s newest weapon for deal- 
ing knockout blows to the enemy are 
mobile railway car power plants. Each 
mobile plant consists of a three-car 
unit comprising a complete 10,000-kw 
steam-electric generating station. 

The units can be hauled over the 
rails at speeds up to 40 miles per 
hour and it is estimated that they can 
be “put on the line” within 24 hours 
after being shunted into a railroad 
siding. The unit carries with it a 
two-hours supply of fuel oil. Genera- 
tion is at 13,800 volts. 


‘ 
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Interior of the 
switchgear car of a 
10,000 -kw mobile 
power plant built by 
General Electric at 
Schenectady. Rear 
Admiral B. Moreell, 
Chief of the Bureau 
of Yards and Docks, 
is in the right back- 
ground, discussing 
the control panel 
with L. R. Riggs, of 
G. E.’s Construction 
Engineering Divi- 
sion, 





Captain L. W. Bates, 
Chief of the Power 
Division, Bureau of 
Yards and Docks, 
steps down from 
one of the cars dur- 
ing inspection of a 
10,000 - kw mobile 
power plant built by 
General Electric, at 
Schenectady. He is 
followed by H. A. 
Winne, G. E. vice 
president in charge 
of apparatus engi- 
neering, and T. E. 
Lynch, of the com- 
pany’s Service Engi- 
neering Division, 
who superintended 
construction of the 
mobile unit. 
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Shreveport’s City Electrician 
Keeps ’em Up on the Code 


OUT in the Pacific on one of Uncle 


Sam’s battle wagons, a former 
Shreveport, La., electrician named 
Truman Cooley found himself in seri- 
ous difficulty recently with the officer 
who served as censor. 

Cooley had addressed a letter to 
Frank G. Camus, city electrician of 
Shreveport, and the letter contained 
some very complicated-looking dia- 
grams that aroused the suspicions of 
the censor. 

Camus, in Shreveport, was too far 
away to feel the censor’s wrath, so 
Cooley was called upon foi not one, 
but several sessions of explaining. 
Finally, however, the censor was satis- 
fied that the diagrams contained no 
military information and that they 
were, in fact, the direct result of an 
effort by Camus to keep former Shreve- 
port electricians now in the service 
abreast of Electrical Code develop- 
ments. 

But Camus has decided that his 
weekly news letter to former Shreve- 
port devotees of the electrical business, 
now scattered all over the face of the 
globe, will contain no more code ques- 
tions that require diagrams for answer. 

This weekly news bulletin is called 
“Short Circuits” and there are 21 
names on the mailing list. In the be- 
ginning, Camus wrote the letter each 
week and his secretary, Cora Dickson, 
made a number of carbon copies for 
mailing, with the addresses of all “‘sub- 
scribers” at the top. 


Bulletin Mimeographed Now 


Now the news bulletin has grown to 
such proportions that it is mimeo- 
graphed. Camus believes that every- 
one formerly connected with the elec- 
trical business in Shreveport is on the 
mailing list. For the army, this list 
goes as high as lieutenant-colonel and 
on down to the G.I., and in the Navy 
it is received by lieutenants and ordi- 
nary seamen. Some are Sea Bees. 

At the outset, it was Camus’ idea 
merely to give the boys some homey 
information and provide a means for 
them to keep in touch with the ex- 
periences of one another. 

Then he got a letter from one of his 
“subscribers” in which the “sub- 
scriber” asked a question about a 
Shreveport electrical job. That set 
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Frank G. Camus, city electrician 

for Shreveport, La., who keeps 

Shreveport electrical men, now in 

the services, informed on Electrical 

Code changes and other new elec- 
trical developments, 


Camus to thinking and he decided 
“Short Circuits” could be used not 
just for news of Shreveport and its 
electrical activities, but could also 
serve to give his distant “subscribers” 
a refresher course on the code, with 
the idea that they wouldn’t be so far 
behind when they left the service. 

So Camus began shortening the 
news section of his bulletin and added, 
to each one, a list of questions on the 
code. “Subscribers” were instructed to 
send in their answers. 

Before the incident of the diagrams 
mentioned and the decision to do 
away with that type of questions, this 
was typical of the content of each bul- 
letin: 

“Code Questions: 

“1. Six 500,000 C. M. Type R. wire 
in one conduit. What is the carrying 
capacity of each conductor? What size 
conduit? 

“2. An apartment building required 
17,500 watts. What is the minimum 
size service and conduit? Show how 
you determine size of wire. 

“3. Draw a sketch of the minimum 

requirements for the following 440 
volt a-c feeder circuit size fuse and 
switch, and branch circuit size fuse 
and switch. 
“1-25 hp. squirrel cage motor, 1- 
50 hp auto transformer starting, 1—5 
hp squirrel cage, 2—1 hp, 1—% hp, 1— 
2¥2 hp supplied from one circuit.” 


Subscribers to “Short Circuits” still 
get their code questions, but the dia- 
grams are out. 

However, the interest of “Short 
Circuits” in its mailing list has been 
broadened. With a little money col- 
lected from here and there, Camus sees 
that every name on the mailing list 
gets a package every month and the 
packages generally contain cheese, 
cookies and other delicacies that men 
in the service seldom get. 


Chatty Informal Style 


“Short Circuits” is written in a 
chatty, impersonal style as indicated by 
these excerpts from the issue of last 
Sept. 8: 

“Keeley, your letter of the 22nd 
arrived. We, the publishers of the S. C. 
and the entire mailing list of 21, wish 
you a happy birthday on the 17th of 
September. You will then be as old as 
I am and 46 is not young. Don’t for- 
get I am a month older than you are, 
and I know. So they call you old man? 
Let me tell you what happened to me. 
The girl at the big chain store who I 
had to fix up the packages to send you 
fellows seemed very much impressed 
that I was sending them each month 
overseas so she asked me if I was send- 
ing them to my sons. Maybe I am old 
enough to have that many sons over- 
seas.” 

And in the same issue: 

“Felch Foggin came in to see me 
yesterday and he looked good. He 
said he had a few days and was enjoy- 
ing the rest. He was telling me that 
they were trying to sign up electricians 
at Port Arthur and Lake Charles to go 
to Kiska at $1.68 an hour. I told him 
that Keeley is there and couldn’t ima- 
gine what kind of job could be there 
that the C. B.’s couldn’t do. You 
might know what it is, Keeley. 

“Received a card from Stayton 
Thomas this morning. He said, ‘L. B. 
and I caught 4 rainbow trout a few 
weeks ago, 3 pounds: 19 inches, 2 
pounds 17 inches, boy they sure were 
fast and pretty. Tell the boys Hello. 
The job is okeh and will last the rest 
of the year.’ His address is general de- 
livery, Hanford, Washington. 

“Chas. Treadwell is going to build 
the Brewster Building out on New 
North Market, a $230,000 job. Don’t 
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OTPOINT ANNOUNCES... 
n Entirely New 
ealer Franchise Plan 


Hotpoint’s Policy for Appliance Merchandising Is Essentially This: 


A SELECTIVE DEALER FOR A SPECIFIC MARKET 
A SPECIFIC MARKET FOR A SELECTIVE DEALER 


Thus, Hotpoint’s Policy Is Mutually Beneficial 


Because It Ils Mutually Selective and Protective 
y 


Painstaking research, to determine the potential of 
each market, is the foundation upon which a Hotpoint Selec- 


tive Dealer Franchise is awarded. Being protective as well as 


selective, Hotpoint’s Selective Dealer Franchise Plan affords 


an opportunity to plan and build a retail appliance business, 
for the present and future, on a dignified and profitable basis. 








A Complete Line of Kitchen 
and Laundry Appliances 
ELECTRIC RANGE ELECTRIC 
ELECTRIC WATER HEATER 
REFRIGERATOR ELECTRIC 
necmee CLOTHES DRYER 
HOME FREEZER ELECTRIC 
ELECTRIC PORTABLE-IRONER 
COMBINATION ELECTRIC 
REFRIGERATOR _ TABLE-TYPE IRONER 
ELECTRIC ELECTRIC 
WRINGER-TYPE DISHWASHER 
WASHER ELECTRIC 
ELECTRIC SuPesAN 
AUTOMATIC CABINET-SINK 
WASHER ALL-STEEL CABINETS 














‘ 


No “Postwar Babies” 
In Hotpoint Line 


All Hotpoint appliances are beyond 
the promotional stage. In no sense 
are they “postwar babies.” They 
were all designed, tested, and in de- 
mand before Pearl Harbor. 
Hotpoint’s postwar appliances 
will form a complete line of electric 
kitchen and laundry appliances that 
will permit the Hotpoint selective 
dealer to compete successfully for 
sales in all income brackets. Edison 
General Electric Appliance Co., Inc., 
5614 W. Taylor St., Chicago 44, Ill. 








Dependability Assured 
By 
40 Years’ Experience 











ii lb. 
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BETTER CARE 
LESS REPAIR 


HOTPOINT REGIONAL SALES OFFICES. EASTERN: 570 Lexington Avenue, New York City 22, Plaza 3-9333. SOUTHERN: 304 Red Rock Building, Atlanta 3, Walnut 2959. 
CENTRAL: 1456 Merchandise Mart, Chicago 54, Superior 1174. WESTERN: Western Merchandise Mart, 1355 Market Street, San Francisco 3, Underhill 2727. 









Blectricity... 





MORE Useful to 
MORE People 
through 
CABLE RESEARCH  ABORATORY 
AD MINISTRATION 


CONSULTATION 


P ERSONNEL 
AND Wi ASON 








EF}-- ORGANIZED 


The General Cable Research Laboratory is by no means 





an end in itself. The great, new building, its facilities and 

scientific equipment are but an impressive and efficient 

tool in the hands of the men who are bringing into 

te a\S being this Company’s far-visioned industrial program. 
Here, pure and applied research go hand in hand 
ares | with product development, to extend the use of elec- 
tricity more usefully to more and more people. The 

achievements now in the making and the achievements 

of tomorrow will complement the substantial advances 

already ‘“‘on the record”’, by virtue of which General 


Cable has won and maintained its position in the in- 


dustry. Research is the spearhead of progress. 


GENERAL CABLE 
CORPORATION 


Manufacturers of Bare and Insulated Wires and Cables 
for Every Electrical Purpose 


& 





know who has the electrical job. The 
ground is being made ready for the 
foundation. 


“Just about all the steel framing is 
up on the Beaird job. The floor is all 
poured so it won’t be long before the 
building will be well under way. I 
understand that Red Evans is going 
to do the job for Ceco.” 


In the next issue Camus reported: 


“The industry seems to be con- 
cerned with what they call “marine 
electricians” or shipyard wiremen who 
no doubt will enter the electrical in- 
dustry and probably muddy up the 
water. Those of us who are old enough 
remember what happened after the 
last war; we had electricians that were 
made overnight, all but a few made 
the grade in our shops. It is going to 
be a problem for the industry to work 
out. The present cooperation of the 
employer and employee will certainly 
help all concerned.” 


Heat Insulation Profitable 
Side Line for Contractor 


LINE of house and attic insulat- 
ing materials has been added to 
his regular business by Robert R. Al- 
len, owner of Allen Electric Co., of 
Pass Christian, Miss., who, after a trial, 
believes it may not only prove a logical 


adjunct to the wiring business but a 
good profit and customer maker as 
well. 

Naturally, with all building stopped 
it hasn’t had much of a chance as a 
profit-maker but Mr. Allen’s idea is to 
sell the house insulation at the time 
the wiring is to be done. That is the 
time when it can be put in most 
easily and with less confusion to the 
home owner. 

There are a number of different 
kinds of insulation on the market and 
some of them are sold through ap- 
pliance wholesalers. Probably each dif- 
ferent type has its good and bad quali- 
ties but all of them have many things 
in common. 
| The insulation job can be sold 
| either at the same time the wiring 
contract is sold, or, if the wiring con- 
tract is a sub-contract, and no one has 
sold the insulation, the wiring con- 
tractor can go to the home owner and 
_ sell him the insulation job and con- 
| tract to have it completed just before 
_ the owners move in. 

Here are some of the selling points. 
The insulation should be government 
_ inspected and pronounced fireproof. 
Complete insulation job will save at 
| least 30 per cent of the fuel cost in 
winter and makes the home cooler in 
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Above, Robert R. Allen and Mrs. 
Allen, who operate the Allen Elec- 
tric Co., of Pass Christian, Miss. 
Below, the exterior of their store 
which still features an “Appliances” 
sign although the store’s merchan- 
dise now includes such items as 
house insulation. 





summer. Most jobs will pay for them- 
selves in fuel savings in two or three 
winters, to say nothing of the greater 
comfort in the summer. 

Mr. Allen said that some of the 
things the customers will want to 
know about is whether or not it will 
raise insurance rates, whether or not 
vermin will nest in the material, and 
if it absorbs water, or if it packs and 
becomes too thin to insulate, and that 
“no” should be the answer to all 
these questions. 

The average home can be insulated 
for about $60 and there is a good mar- 
gin of profit in the job for the elec- 
trical appliance dealer and the wiring 
contractor. 

If desired, contractors could solicit 
the job of insulating old houses, but 
Mr. Allen figured to use it mostly with 
new jobs and do the insulation right 
after the wiring was completed. 

While Mr. Allen is a wiring con- 
tractor and an appliance dealer, as 
with others, there has been almost 
none of this business during the war, 
and he has devoted himself to the 
repair branch of the business—not so 


much for profit as to hold his old 
customers. 

“Many times,” Mr. Allen said, “we 
have to spend more time on a repair 
job than we get paid for. because of 
the war conditions, but I figure if we 
even lose a. few nickels and keep our 
customer satisfied that we are doing 
the best we can at the most reasonable 
price, that he will be back to buy from 
us when we have electric ranges and 
refrigerators to sell.” 

On motor repairs, Mr. Allen has the 
work done on a contract basis by a 
motor repair shop in New Orleans. 
He sells a complete repair job guaran- 
teed for a year, calls for and delivers 
the motor to the customer. For this 
service he adds a small charge to cover 
cost of the service and incidentals, 
which amounts to about 25 per cent. 


Prospects Bright for 
Small-Town Contractors 


HERE are big opportunities even 

in small cities and towns for the 
electrical contractor or merchant who 
has kept his business active and in 
touch with his trade during the past 
few years, says A. M. Thomas, owner 
of the Thomas Electrical Company, 
121 West 5th Ave., Corsicana, Texas. 
He says this: 

“When the war broke out there 
were five or six electrical contractors in 
this town, most of them operating 
from their homes. Most of these fel- 
lows went into war plants and have 
done very worth while work, but some 
one has had to keep up the electrical 
work in Corsicana, so we have just 
kept this shop going full blast and, 
even though under handicaps at times, 
the volume has been good and the 
future bright. 

“We were able to get some war 
contracts in building and maintenance 
work such as the local air field that 
has required supplemental work all 
along. We did another nearby airport 
and have done a great deal of com- 
mercial work as most business firms 
have been able to get priority ratings 
to obtain the material. 

“But now with the materials loosen- 
ing up and with a limited amount of 
wire and materials available for most 
any work, the future is very bright for 
the small town contractor. We have 
probably wired a hundred Negro 
houses since materials have been avail- 
able for this work simply because these 
workers have plenty of money for the 
first time and desire electricity in their 
homes. Just as soon as more high lines 

(Continued on page 66) 
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What a lift this letter of praise gave all of us at Alcoa. ““— a company 


that has kept their promises in making deliveries and giving the service 


they represented they were in a position to give;” we particularly like 


that phrase, because Alcoa takes great pride in a reputation built on 


good faith. 
The same quality of materials, the same quality of 
service, are available to all. ALUMINUM COMPANY OF AMERICA, 


2164 Gulf Building, Pittsburgh 19, Pennsylvania. 


ALCOAA CSR 
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EMEMBER the cartoon at the left? Grandpa was fixin’ 

to catch a bulbsnatcher in this 1941 G-E Lamp ad. ft 
was one of a series of prewar G-E bulbsnatching ads that | 
focused nation-wide attention on empty sockets ...ads | 
that made the word “bulbsnatching” a part of the American 
language. 


We've been tolerant of bulbsnatching as a wartime con- 
servation measure. But now we're fixin’ to catch bulb- 
snatchers again . . . reminding everyone to fill empty 
sockets, replace burnouts and get right size bulbs. Surveys 
show that 17 per cent of sockets are empty and an even 
greater percentage of the lamps in use are wrong-size. 
7 Now G-E has resumed the bulbsnatching theme with the 
George Price created several of the best-known ad shown at right. ft will reach millions in leading national 
G-E bulbsnatching cartoons. The cartoon in the | consumer magazines. Better start now... plan your post- © 


G-E ad th it : cher Price. war empty socket campaigns ... and cash in selling more ~ 
new ad on e opposite page is another Price G-E Masdé Lomps than eves before, 



















Sd 











Famous cartoonists, like William Steig, illustrated 
the evils of robbing one socket to fill another, in | 
prewar G-E Lamp ads. 





“Why let bulbsnatching break up a happy mar- 
riage?”’ was the theme of this Robert O. Reid cartoon. 


































Rea Irvin showed the bulbsnatcher caught in the 
act. All these ads won consistently high readership. 


Despite his self-satisfied expression, you can bet 
he won’t get away with it. This was by Gluyas 
Williams. 



























¥ 
a 


Year the General Electric radio programs: 


wb. ceca oS 


“The G-E All-Girl Orchestra’, Sunday 10 p. m. EWT, NBC; “The World Today” news, every weekday 6:45 p. m. EW’T, CBS. 
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NEWS of the INDUSTRY 


National and Southern 


REORGANIZATION OF EEI 
COMMERCIAL DIVISION 


Extensive reorganization and expan- 
sion of the commercial committees of 
the Edison Electric Institute, with the 
objective of best meeting present and 
postwar conditions in the sales field of 
the electric industry, are announced by 
George W. Ousler, chairman of the 
EEI Commercial Division General 
Committee. 

In a statement concerning the re- 
organization, Mr. Ousler emphasized 
that “the electric utility industry real- 
izes fully that the war in Europe is not 
over, that severe fighting must be ex- 
pected before Germany surrenders and 
that the primary objective of this in- 
dustry is still the winning of the war. 

“However,” he stated, “victory in 
Europe is hoped for within the near 
future and prospects are becoming 
brighter for the renewed production 
of electrical equipment, including ap- 
pliances and lighting. The time is, 
therefore, appropriate for the reorgan- 
ization of the Commercial Division 
General Committee in such a manner 
that it will function most effectively 
and be in a position to gear itself into 
the large sales promotion job which 
lies ahead.” 

With this in mind the committee 
has been reorganized on a market- 
development basis rather than on an 
appliance-application basis, as was the 
case in the past. The principal ad- 
vantage of this type of organization is 
that all the activities of a particular 
market are coordinated under the di- 
rection of one individual. The Com- 
mercial Division General Committee 
is divided into four major sections: 
residential, commercial, industrial, and 
tural. Each of these sections will be 
directed by a vice chairman of the 
Commercial Division General Com- 
mittee in charge of that particular 
section. Under each of these sections 
are several committees, each in charge 
of a chairman who reports to the vice 
chairman of the commercial division 
in charge of his particular section. 


Three special committees have also 
been set up independent of the four 
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G. W. Ousler 


major sections but which cross the 
interest of all of them. These are the 
commercial planning, basic _ sales 
training, and wiring committees. 

The comprehensive coverage of ap- 
plications in the several classifications 
of service is noted on the list of com- 
mittees which follows. In the resi- 
dential section are the lighting, elec- 
tric kitchen, electric laundry, water 
heating, indoor climate, home service, 
dealer coordination, and sales person- 
nel committees. The commercial sec- 
tion includes the lighting, commercial 
cooking and baking, market develop- 
ment, motor application, and _ sales 
personnel committees. The industrial 
power section includes committees on 
industrial lighting, general power and 
heating, competitive service and sales 
personnel. The rural section also has 
four committees: service extension, 
farm utilization, equipment distribu- 
tion and sales personnel. 


LIGHTING EXPOSITION 
SCHEDULED FOR 1945 


The leading lamp and lighting 
equipment manufacturers of the 
United States will join together next 
April 19 to 23, 1945, in the Interna- 
tional Lighting Exposition at the 
Palmer House in Chicago to unveil 
the newest developments in lamps and 
lighting equipment for industrial 
plants, schools, offices, stores and simi- 


lar locations and at the same time show 
how better lighting is speeding war 
production and helping to win the 
war. It is expected that this will be the 
largest exhibit of industrial and com- 
mercial lighting equipment ever as- 
sembled under one roof. 

Architects, consulting engineers, 
building managers, electrical contrac- 
tors, wholesalers, electrical dealers, 
school executives and executives of in- 
dustrial and commercial establishments 
will have an unequaled opportunity to 
preview better and more efficient light- 
ing units for offices and industrial 
plants, new and novel store lighting 
fixtures, advanced school lighting and 
new types of floodlighting units for 
sport areas and service stations. It will 
be a truly international exposition with 
many visitors from Canada and Latin 
America already making arrangements 
to attend. 


Educational and 
Manufacturers’ Exhibits 


There will be many interesting and 
informative displays by manufacturers 
as well as educational exhibits by the 
Illuminating Engineering Society and 
by the Better Light—Better Sight Bu- 
reau which will show the progress 
made in the utilization of improved 
light sources for the conservation of 
eyesight and easier and more com- 
fortable seeing. 

As part of the Exposition there will 
be conducted a series of lighting con- 
ferences at which outstanding men in 
the field will discuss the latest trends 
in lighting practice, the most effec- 
tive means of providing efficient see- 
ing conditions for school children and 
for office and factory employees. There 
will also be a symposium on the most 
effective means of using light for more 
and better selling. 

The International Lighting Exposi- 
tion is one of the many activities spon- 
sored by the Industrial and Commer- 
cial Lighting Equipment Section of 
the National Electrical Manufacturers 
Association to stimulate better light- 
ing for war production and for the 
postwar period. 
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Lighting our airfields all over the world... 


WALKER 


LEAD-COVERED CABLE 
WINS against 
heat. cold and corroding soils 


Sunk in corroding mud of South Sea islands, 
buried under Arctic ice and burning desert 
sand— Walker lead-covered cable has fully 
justified its selection by the Air Corps to help 
in lighting our widely-scattered airfields. 


Walker lead-covered cable was designed to 
stand up strong under the severest condi- 
tions encountered in Air Corps service. Its 
success in meeting these most exacting re- 
quirements fully proves its ability to with- 
DURES SEPENSASES WALEES FESSUCTS stand all soil and climatic extremes to be 


Rubber-covered, Synthetic and Leaded Wires & Cables found anywhere in this country. 


“Walkerflex’’ Non-Metallic Sheathed Cables 
: Walker of Conshohocken offers a complete 
Service Entrance Cables a ° ° 
edicts Chios anit Ciliies line of lead-covered cable—furnished in 
Solid Conductor from 16 gauge to 8 gauge, 


Shipboard Cables— Leaded, Non-Leaded; 
Synthetic or Varnished Cambric Insulation and in Stranded Conductor from 14 gauge 


Electric Metallic Tubing e ° 
“Dualcote’” Rigid Steel Conduit to 500,000 circular mils. 


a” t- aa +4 ti ° ti t 
Ne Catan Seataeine Sate Ask your local distributor about prices and deliveries. For 
further information, write to Walker Bros., Conshohocken, Pa. 
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TELEVISION INDUSTRY 
READY FOR POSTWAR 


Approximately $25,000,000 has 
been invested in television research 
and development by the radio industry 
to get television ready for the public, 
according to James H. Carmine, vice- 
president in charge of merchandising 
for Philco Corporation, speaking be- 
fore the Radio Executives Club tele- 
vision seminar in New York City. 

“Probably never before has the 
product of a great new industry been 
so completely planned and so highly 
developed before it was offered to the 
public as has television,” Mr. Carmine 
said. “Through long years of research 
and development, the television art has 
been so perfected that the product it- 
self and the service it renders will be 
ready for the public in a highly-de- 
veloped state as soon as the war is 
over. The best evidence that the pub- 
lic thinks well of television is the 
universal response that comes from 
those who have a chance to see it. As 
soon as television receivers can be 
made and sold, the public will eagerly 
buy them in tremendous quantities.” 

A recent consumer survey revealed 
that 86% of the people would like to 
have a television receiver in their 
homes, Mr. Carmine pointed out. 
Few, if any, postwar wants are more 
general. 

“Because it is a highly technical 
scientific instrument, a television re- 
ceiver to operate properly must be in- 
stalled by skilled personnel and serv- 
iced by those who are especially 





trained in this work,’”’ Mr. Carmine 
continued. “Here again television will 
start off with a great advantage over 
automobiles, radios and all our modern 
household appliances in that a large 
body of experienced personnel, who 
have had the benefit of Army and 
Navy radio and high frequency train- 
ing, will be ready to handle installation 
and service as soon as the war is over. 
We estimate the number of these ex- 
pert servicemen, who can be given 
the latest television information very 
quickly, at 20,000. Their availability 
and desire to get into television will 
give a tremendous stimulus to the 
video art.” 

Over and above its postwar em- 
ployment opportunities, television will 
make great contributions to the public 
welfare in the fields of education and 
entertainment, Mr. Carmine pointed 
out. By combining sight with sound, 
television is the ideal medium for the 
transmittal of ideas and intelligence. 
It is the next best thing to talking 
with a teacher face-to-face. Properly 
used, television can do much to make 
the people of the United States better 
informed and better educated than 
ever before. In the entertainment field, 
it opens whole new vistas which cour- 
ageous pioneers are now spending time 
and money to explore and develop in 
anticipation of the day when television 
stations will cover the whole country 
and a tremendous audience will exist. 

“Present television broadcasting is 
within the reach of about 25,000,000 
persons, if receivers were available,” 
Mr. Carmine said. “If all the stations 








“We're ready whenever the television people are.” 
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for which permits have been requested 
are constructed, television coverage 
would expand to 70,000,000 people— 
more than half the population of the 
country. The New York-Philadelphia 
relay link which Philco has developed 
sets a pattern whereby the stations in 
different cities can be tied together to 
begin a national hook-up and make the 
outstanding shows and news events of 
the country available to the television 
audience.” 


WATER SYSTEMS AS 
A POSTWAR LINE 


That dealers will find it profitable 
to make water systems their major 
line in the postwar years was the con- 
sensus expressed by the postwar plan- 
ning committee of the ‘electric farm 
pump and water system industry at a 
recent meeting in Chicago. 

The goal of the water system indus- 
try as set up by the committee is the 
sale of 500,000 electric farm pumps 
and water systems in the first year 
after victory. 

To aid the industry in achieving 
this goal, the postwar planning com- 
mittee, through its various subcom- 
mittees, is carrying on an extensive 
program. Subcommittees include ma- 
terials, markets, engineering and pro- 
duction, publicity, personnel, and ex- 
port. 

The reports of the chairmen of these 
committees as presented to the over- 
all planning committee at the Chicago 
meeting constitute an action program 
for postwar preparation. While the 
program as set up will benefit distribu- 
tors and dealers as well as manufac- 
turers, it was pointed out at the meet- 
ing that the industry will make more 
rapid progress if the postwar program 
of the manufacturers is paralleled by 
an equally comprehensive program by 
distributors and dealers. 

“Now is the time for dealers to pre- 
pare for postwar water system sales,” 
says the committee in a statement is- 
sued in connection with the meeting. 

“This is the time for the dealer to 
decide which line of pumps and water 
systems he will handle after the war. 
The dealer should start now to work 
with his manufacturer and his distribu- 
tor in getting ready for postwar sales.” 

The committee in its statement 
called attention to the essentials for 
success in the water system business. 
The committee suggested that dealers 
take these steps to prepare for postwar 
sales: 

1. Set up a pump and water system 
department headed by a man thor- 
oughly qualified to make estimates and 
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These Controls Are Ready 


Practically every Ward Leonard Product used for war purposes required little or no 
equipment change. The controls of the machines of peace are essentially the same con- 
trols of machines of war. Hence, when the entire facilities of Ward Leonard were needed 
for the war emergency, production went on as usual, only in greater magnitude. Those 
same facilities are available for postwar production as and when they are released from 
war service. Again the change-over will be made without delay as there is no need for 
reconversion. The products are the same except for specifications and will be made by the 
same workers and same machines. When planning the controls for your postwar products, 
you will save time and money and be assured of war-tested units, controls and assemblies 
by making your selection from the Ward Leonard line. Send for bulletins describing 
controls of interest to you. 


(RK RELAYS - RESISTORS - RHEOSTATS 


Electric control (wi) devices since 1892. 


















WARD LEONARD ELECTRIC COMPANY - 37 SOUTH ST. - MOUNT VERNON, N. Y. 
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lay out farm water systems. 

2. Prepare now for the display of 
water systems. This might involve re- 
modeling of an existing store or the 
purchase or construction of a new 
store as soon as materials are available. 

3. Fit out a service truck or car. 

4. Set up a repair and maintenance 
department in connection with the 
shop and have an orderly arrangement 
of bins for the stocking of repair parts. 

5. Tie in with the postwar adver- 
tising and promotional activities of 
the manufacturer whose lines the deal- 
er has decided to carry. 

6. Work with the power companies 
and county agents in getting prospect 
lists and take all necessary steps to 
have a complete list of prospects in 
the community, rural and suburban. 


APPLIANCE RETAILING 
STUDIED BY HOTPOINT 


Climaxing three years of market re- 
search aimed at determining the in- 
fluence of large stores on appliance 
retailing, Edison General Electric ap- 
pliance company announces a “key 
account” presentation in distributors’ 
meetings during December in 14 cities 
according to Ward R. Schafer, general 
sales manager. 

Asserting that techniques in mer- 
chandising have changed in the war 
years and that these changes must be 
recognized in shaping sales policies, he 
said that “Hotpoint will urge distribu- 
tors to amplify their service to dealers, 
placing greater emphasis on product 
service, use-value sales training, and 
appliance financing.” Schafer said that 
while studies indicated that the larg- 
est volume of sales in specific markets 
went to the manufacturers represented 
by key retailers, that does not mean 
that independent specialty appliance 
dealers would have a smaller place in 
his company’s merchandising plan. 

“Smaller dealers, whether specialty 
appliance stores or other types doing 
the lesser volume, gain the benefits of 
metropolitan newspaper advertising 
and other pre-selling often carried on 
by utilities and large stores. We aim 
to have our line represented by this 
type of “key account” in all of the 
major markets. Hotpoint’s postwar 
merchandising plan will be spear- 
headed by complete kitchen displays 
in the form of operating kitchens in 
the dealers’ stores. Whether a dealer 
wants to sell single appliances or en- 
gage in complete kitchen sales and in- 
stallations, these dramatic displays will 
facilitate sales,’ Schafer said. Such a 
typical display would include elec- 


38 


Ward R. Schafer 


trically lighted metal wall- and base- 
cabinets, refrigerator, range, electric 
water heater, electric sink enclosing 
garbage disposall and automatic dish- 
washer, and a home laundry display 
with washing machine, clothes dryer, 
and ironer. 

Assistance in training large store 
personnel using methods developed 
by the Army during the war will be 
made available. Visual sales aids will 
be adapted to dramatizing “Your Next 
Kitchen,” and home economists will 
offer the most effective ways of show- 
ing women the use-value and beauty 
available in all-electric kitchens. As- 
sistance from Hotpoint’s Product 
Service Department may be obtained 
for training the store’s service person- 
nel. Sales promotional aids, national 
and cooperative advertising, and 
kitchen remodeling service will be of- 
fered. A department manager informa- 
tion bureau will be a clearing house 
for good merchandising ideas and co- 
operation will be arranged with build- 
ers through a plan by which people 
who visit model homes will be invited 
to the “key account” stores for special 
demonstrations. 

Mr. Schafer said that 600,000 copies 
of a kitchen planning guide, “Your 
Next Kitchen,” had been distributed 
to people sending dimes with coupons 
from consumer advertising and 
through dealers. Approximately one- 
half of those sending for the booklet 
return the post card offering free floor 
plan blueprints. The company makes 
personalized plans for a fee where the 
standard plans are not suitable. Ap- 
proximately 1,000 have written for 
these, he said. 

The home study course, “Planned 
Electrical Merchandising,” will be 
continued in postwar, amplifying and 
pointing to specific merchandising 
problems. Specific appliance display 
and selling situations growing out of 


complete kitchen merchandising will 
be discussed in this course. The value 
at that time will be principally to 
Hotpoint dealers, and the present en- 
rollment of 16,000 will be reduced to 
those who ‘sell Hotpoint appliances,” 
Mr. Schafer said. 


KELVINATOR PLANS 
HOME FREEZER LINE 


Price of the home freezers with 
which Kelvinator will enter the market 
when production is possible will be 
“something less than that of the aver- 
age good refrigerator,” Charles T. 
Lawson, vice-president of Nash-Kelvi- 
nator Corporation in charge of Kel- 
vinator sales, said recently. 

While the price range of the new 
Kelvinator home freezers have of 
course not been set, Lawson said that 
the company’s current retail price esti- 
mates were the result of extensive 
studies based on Kelvinator’s long ex- 
perience in the ice cream cabinet field. 

The home freezers to be offered by 
the company will be powered by the 
Polarsphere sealed units used in Kel- 
vinator refrigerators, ice cream cabinets 
and other refrigeration products of the 
company, Lawson said. The freezers 
will be completely Kelvinator-built. 

“We expect our retailers to find a 
very excellent market for the home 
freezer, but how great its extent will 
be depends largely on the postwar de- 
velopment of the frosted foods in- 
dustry,” Lawson stated. “It appears 
now that this development will be sub- 
stantial. Certainly the public imagina- 
tion has been captured to an extra- 
ordinary degree by the possibilities in 
frozen food storage in the home. 

“As a number of authorities have 
stated, we may indeed be facing a 
new era of food distribution after the 
war, and it is gratifying to note the 
great part the refrigeration industry, 
with its tremendous contributions in 
this direction during the past 20 or 
30 years, is playing in these predic- 
tions,” Lawson said. 

However great the home freezer de- 
mand may be, Lawson expressed the 
belief that the industry has ample 
capacity to meet it, along with antici- 
pated heavy demand for household and 
commercial refrigeration units. 

‘“‘We are prepared to be very active 
in this market, although no sound 
merchandiser at this time would make 
any hard-set conjectures as to the na- 
ture of this unexplored business when 
it develops,” he said. “The field looks 
very bright, but as a pioneer enterprise 
it can develop in directions surprising 
to many of those examining it today.” 
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THE contractorson this building were foresighted. 
They planned an electrical conduit system that would 


provide maximum flexibility for all future wiring needs ' 


--and they installed Youngstown BUCKEYE CONDUIT, 
as this picture shows. 

For maximum flexibility in YOUR new post-war 
wiring jobs, or in jobs replacing wartime emergency 
wiring, install full-weight rigid steel conduit in such a 
way as to anticipate all possible future needs and 
changes. 

Youngstown’s BUCKEYE CONDUIT, installed in any 
building, provides a permanent, safe and easy method 
of increasing or varying wiring circuits at any future 
time. In fact, BUCKEYE CONDUIT outlasts the build- 
ings in which it is used and gives complete protection 
against short circuiting or arcing from vibration, dirt, 
dust, moisture, or corrosion. In exposed spots its 
rigid, full-weight steel walls protect against crushing 
or other mechanical damage. 

BUCKEYE CONDUIT is preferred by electrical con- 
tractors in all parts of the country for its unvarying 
quality and strength. It will soon be available at all 
distributors again. 
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HIGGINS ESTABLISHES 
APPLIANCE DIVISION 


Higgins Industries, Inc., builders of 
famous wartime landing craft, have 
announced the establishment of an 
appliance division for distribution of 
nationally known commercial and do- 
mestic products in the New Orleans 
territory. 

J. O. Crary, manager of the new 
division, said dealership inquiries are 
invited from Louisiana, southern and 
central Mississippi, southern Alabama 
and western Florida. Some franchises 
already have been accepted, he said. 


As examples of the home and com- 
mercial products to be handled, the 
announcement cited cordless electric 
irons, television and I'M radios, auto 
matic washers and dryers, home and 











farm freezers, and compact, self-con- 
tained air conditioning units. 
Headquarters and display rooms for 
the appliance division will be at 521 
City Park Avenue, New Orleans, in a 


modern air conditioned _ building, 
which will be the “finest and most 
modern distributor’s center in the 


South.” 

Mr. Crary is one of a number of 
executives in the Higgins organization 
whose pre-war record includes exten- 
sive sales and distributing experience. 

For 15 years in the appliance field 
with Frigidaire Division of General 
Motors and other national corporations, 
Mr. Crary was progressively salesman, 
dealer, supervising engineer and 
branch executive. For several years 
prior to joining Higgins Industries, 
Inc., he was manager for the commer- 








J. O. Crary, center, head of the new Appliance Division of Higgins Indus- 
tries, Inc., New Orleans, La.;, discusses plans for distribution of national 


products with two of his key men. 


At left is L. V. Busenlener, manager 


of the commercial and air conditioning department, and at right is W. H. 


Bramblett, manager of the domestic appliance department. 


Below is the 


modern air conditioned building at 521 City Park Avenue which will be 
occupied soon by the Appliance Division. 
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cial and air conditioning department 
in the Frigidaire New Orleans branch. 
Coming to Higgins as assistant to vice- 
president and general manager Andrew 
J. Higgins, Jr., he was subsequently 
appointed administrative manager of 
the company. 

Manager of the domestic depart- 
ment will be W. H. Bramblett, who 
has served Frigidaire in various execu- 
tive capacities from 1926 until 1942 
in Atlanta, Dallas, Dayton and New 
Orleans. 

The lines which Higgins will dis- 
tribute will include Motorola radios 
embodying the latest developments of 
frequency modulation and _ television 
and complete line of automotive re- 
ceivers, Blackstone complete home 
laundry equipment, including fully au- 
tomatic washers, dryers, and ironers, 


Eureka vacuum cleaners ind home 
cleaners, garbage dispenser units, 


cordless electric irons, Electromaster 
clectric ranges and water heaters, small 
electrical appliances, gas ranges and 
water heaters, and also the latest de- 
sign of kitchen cabinets. é 

L.. V. Busenlener, former Krigidaire 
sales engineer and more recently head 
of the commercial and air condigjoning 
department of Higgins Industri 3, Inc., 
will be manager of the commercial 
and air conditioning department of the 
new Appliance Division. 

This complete line of commercial 
appliances will include the latest type 
of Carrier room coolers and all types of 
air conditioning equipment, a full line 
of heating equipment which will in- 
clude central heating systems, unit 
heaters, floor furnaces both gas and oil 
fired, Carrier home and farm freezers, 
commercial refrigeration units, includ- 
ing display cases, reach-in refrigerators, 
beverage coolers, milk coolers and 
water coolers, ventilation equipment of 
all types for industrial and home ap- 
plication, attic and wall insulation for 
homes and industrial plants. 

In addition complete locker storage 
systems will be offered which will sup- 
ply all equipment necessary for the 
quick freezing and storage at below 
zero temperatures for sea foods, meats, 
vegetables, and other _ perishable 
products. 


APPRENTICE PROGRAM 
FOR ELECTRICIANS 


An apprenticeship program has been 
established with Electricians Local 
903, at Gulfport, Miss., by the federal 
committee on apprenticeship for Mis- 
sissippi. The program is to be man- 
aged by a Labor-Management Joint 
Committee. 
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“A Goud! Tacssienss DEAL 


FOR EVERY DEALER” 


4 


how Premier Dealers will be appointed 


The large number of franchise requests 
already received clearly establishes the 
fact that thousands of dealers want to 
sell Premier vacuum cleaners. 


Naturally Premier wants as many 
dealers as possible—but always with the 
provision that each Premier franchise 
represents the soundest kind of business 
asset for each Premier dealer. That 
means “neither too many nor too few.” 


Premier’s distributors—the finest in 
America—have made it clear that they 
are in active agreement with this policy 
because it will assure an ample sales 
opportunity for every Premier dealer. 
A shopping center in which one Premier 
dealer can sell profitably is not intended 
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to have more than one. 


Equally sound policy 
will govern the distri- 
bution of Premier 
cleaners as they are 
manufactured. The recently announced 
plan for allocating the first Premier 
cleaners on the basis of “one to every 
dealer before any dealer gets two’ is 
evidence that subsequent Premier 
cleaners will be equitably distributed 
according to the number of customers 


dependent upon each dealer. 


It is Premier’s purpose to make certain 
that the Premier franchise signifies— 
for every dealer—a Good Business asset 
of immediate and lasting value. 





















“All That the Name Implies” 


ELECTRIC VACUUM CLEANER CO., INC.* CLEVELAND 10, OHIO 
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Those enrolling are required to at- 
'tend classes four hours per week or a 
‘minimum of 144 hours per year, and 
are instructed in the definition of ap- 

prentice and qualifications and are 
given a schedule of work experience 
in all phases of the craft. They are paid 
a graduated scale of wages and applica- 
| tions are being received by the office 
of the United States Employment 
Service in Gulfport. 


EMPLOYMENT OF THE 
HANDICAPPED VETERAN 


With much of the responsibility for 
the veteran’s return to normal life 
falling upon industry, individual com- 
panies today are making plans not only 
to take back into their organizations 
those of their own employees who have 
become disabled but to absorb as many 
other handicapped service men as pos- 
sible. Based on the plans of 54 com- 
panies, the new report, “The Employ- 
ment of the Handicapped Veteran,” 
issued by the Policyholders Service 
Bureau, Metropolitan Life Insurance 
Company, discusses the determination 
of company policies, and the proced- 
ures and organization for carrying out 
these policies. 

The survey covers such problems as: 
job analysis from the standpoint of 
the physical requirements of the job, 
adaptation of jobs to the handicapped, 
determination of the veteran’s physical 
and mental abilities and limitations, 
instruction of the handicapped to the 
job, education of the foreman in the 
treatment of the handicapped, train- 
ing of the handicapped, their super- 
vision, their medical check-up, their 


adjustment to plant conditions, and 
transfer to other jobs. 

According to the experiences of 
companies employing handicapped 
workers, it has been found that the 
physically deficient. man may excel in 
his job if his rehabilitation has been 
carefully supervised and he is em- 
ployed on the basis of his remaining 
capabilities. Foremen report that han- 
dicapped workers are a steadying in- 
fluence in their departments and that 
they compare favorably with’ normal 
workers in four respects—absenteeism, 
labor turnover, accident and produc- 
tivity. 

Included in the report are descrip- 
tions of the plans of two companies 
cooperating with the armed forces in 
teaching the hospitalized veteran an 
occupational skill which he can master 
and which will help to rebuild dam- 
aged muscles. Several combined plans 
of community and industry are also 
discussed. 

A copy of this report is available 
to executives who request it on their 
business stationery. Address: Policy- 
holders Service Bureau, Metropolitan 
Life Insurance Company, 1 Madison 
Avenue, New York 10, N. Y. 


SWIFT RECONVERSION 
PLANNED BY PROCTOR 


Plans for swift reconversion to ap- 
pliance manufacturing with the advent 
of V-Day, were adopted recently by 
Proctor Electric Company’s executive 
committee in a three-day meeting at 
Lake Mohonk, New York. Present at 
the meeting were: P. Kay Schwartz, 
executive assistant to the chairman of 


the board; R. M. Oliver, A. H. Caesar, 
H. F. Hild, J. W. Myers, vice-presi- 
dents in charge of sales, production 
engineering and research; W. Bat- 
tersby, secretary-treasurer; and R. L. 
Strobridge, senior partner of Newell- 
Emmett Company, Proctor’s adver- 
tising agency. 

Proctor will resume appliance pro- 
duction as rapidly as war demands 
permit. The first step will be the 
manufacture of a number of electric 
irons this year with continued produc- 
tion next year unless tightening war 
restrictions prevent it, Mr. Oliver said. 

Reconversion will be based upon the 
necessity for rapidly satisfying pent-up 
consumer demand. To accomplish this 
the Proctor line, during the first pro- 
duction period, will be simplified to 
the greatest possible degree. Emphasis 
will be placed upon quantity and 
speed, recognizing that distributors’ 
and dealers’ primary needs are for 
merchandise; frills and refinements are 
secondary. 

In a straight forward announcement 
of Proctor’s policies and program, Mr. 
Oliver listed the following answers to 
questions which dealers are asking: 

Proctor will specialize in automatic 
electrical appliances and will limit the 
efforts to the “‘traffic appliance” field. 

Distribution of the nationally ad- 
vertised Proctor line will be confined 
to recognized wholesalers of electrical 
appliances. The line will not be sold 
to retailers on a direct basis. 

Proctor’s first wartime production 
will be confined to one model iron and 
one model toaster. 

The first iron Proctor produces will 
be a conventional heel-rest model of 





REPAIRS SPEEDED BY PORTABLE SUBSTATION—En- 
abling repairs to be made more speedily this Westinghouse 
portable substation performs the functions of transforma- 
indication and circuit protection 
normally handled by an outdoor substation. In addition to 


tion, switching, load 
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reducing the expense of routine maintenance, this mobile 
;-unit can be hooked up to a truck and rushed to a new 
location to carry an emergency load with a minimum of 
delay. Rated at 1500 kva 23,000 volts, extreme flexibility 
is provided with voltage ratings of 2400, 4800 and 7200. 
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HOLDENLINE FLUORESCENT 


P If you are going to install Fluorescent lighting in 
Ht your plant, or wish to add to what you now have, we 


at ‘ suggest that you request your wholesaler to install 

, @ the HOLDENline CHAN’L-RUN illustrated above. 
Conversion from single units to continuous run is 

Mee simple and quick. New Butt-On sockets eliminate 









all breakage because HOLDENIine mounts the Butt- 
On sockets on heavy steel end plates. That supports 
them firmly to the channel. Lighting efficiency is so 


e 
good that there’s been a continuous run (no pun) 
SG on them ever since we got into production. Standard 
sizes ... At your wholesaler’s. For more information, 


ask for Catalog B-45. 


Sold only through Wholesalers 


THE HOLDENLINE COMPANY 
Proncers tn Fluorescent 

1960 EAST 57TH STREET © CLEVELAND 3, OHIO 
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Appliance cislomers inviled to 


We se, 


House 





Great, New Radio Show Goes on the 
Air for G-E Retailers January 15th, at 


Gri 





4 o'clock, E. W. T. 





Art Linkletter, well-known Hollywood 
actor and producer, is the Master of Cere- 
monies for “The G-E House Party.” You'll 
have to hear him to appreciate what a won- 
derful job he does of weaving the “sell” on 
appliances right into the show itself. 
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*rpwe G-E House Party,” General 

Electric’s brand-new radio show, is 
one of the most unusual activities ever 
undertaken in daytime radio programs 
... and one of the strongest promotions 
ever put on to build demand and future 
sales for electrical appliances! 


This new show will be on the air over a 
nationwide CBS network reaching 28 
million radio homes—not once a week, 
not three times a week — but every day 


from Monday through Friday! 


And it’s no 15 minute “soap opera” 
either . . . but nearly a full half-hour of 
big-time “variety” entertainment—the 
kind you’d expect to hear just once a 
week in an evening show! 





New! Different! 
Sure-fire for women listeners! 


“The G-E House Party” 


among radio shows today. 


is unique 


It’s an “audience participation” pro- 
gram. It'll feature quizzes ... games... 
contests . . . for both grownups and 


youngsters in the studio audience . .. 


There'll be helpful service information 
for women listeners . . . answers to 
women’s domestic and housekeeping 
problems . . . demonstrations of new ap- 
pliances, new advances in electrical 
living... 

All made into one smooth-running, de- 
lightfully entertaining program that’s 2 
natural for getting women listeners . 
and a natural for building business for 
the complete line of G-E Appliances! 
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It’s your show! 
It sells for you! Don’t miss it! 


Take 25 minutes of your time to tune 
in and listen to “The G-E House Party.” 


Find out what a terrific job it does in 
selling the complete electrical appliance 
idea .. . in building desire and preference 
for all the G-E Appliances you sell— 
from the smallest to the largest! 


Ask your family to tune in, too! See if 
they don’t agree that “The G-E House 
Party” is the kind of program they'd like 
to hear—not just once in a while—but 
every day! 

General Electric Company, Appliance 
and Merchandise Department, Bridge- 
port, Conn, 


FOR VICTORY: BUY AND HOLD MORE WAR BONDS! 


“The G-E House Party” will be actually staged like this in a studio that holds 500 people. Notice that G-E Appliances 
are right in the stage setting. They're actually demonstrated as part of the “commercials,” which are as lively and 
entertaining as the rest of the program. 
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pre-war design; 
weight. 

Not until factory assembly lines are 
turning out this model at mass pro- 
duction rates will the Proctor Never- 
Lift iron, leader of the line, be made. 
When the Never-Lift model is placed 
in production it will also be mass- 
produced and only one (pre-war) model 
will be made. 

Proctor’s first toaster will be of pre- 
war design and will achieve mass pro- 
duction status before any other models 
are released. 

Although completely new irons and 
toasters have already emerged from 
Proctor’s laboratory and have been de- 
signed and “popularity-tested,” they 
will not be manufactured until it can 
be done without sacrifice of unit 
quantities now so sorely needed by an 
appliance-starved market. 

Other appliances, including an elec- 
tric roaster and electric waffle iron, 
will be placed in production as quickly 
as possible with simplification policy 
of one model each prevailing. 

Although the postwar Proctor line 
will include new products, not previ- 
ously made by Proctor, no production 
of these will be started until Proctor 
has satisfied its primary obligation of 
supplying adequate quantities of ap- 
pliances made before the war. 


1,000 watts, light 


EIGHT MILLION VACUUM 
CLEANERS SALES FORESEEN 


The vacuum cleaner industry will 
be ready to provide jobs for many men 
and women now in the armed forces 
and war work when the war is won, 
according to G. T. Stevens, vice- 
president of Eureka Vacuum Cleaner 


Company, who forecast production of - 


8,000,000 units in the first four post- 
war years on the basis of a market 
study made by the company. 


He said the Eureka Company antici- 
pates an increase of 25 per cent or 
more in the production of vacuum 
cleaners in the first full production 
postwar year as compared with the last 
prewar year. Tlie second full produc- 
tion year should show an increase of 
100 per cent over 1941. 


“While our manufacturing facilities 
will continue to be completely en- 
gaged in making essential war ma- 
terials so long as they are needed, we 
believe it is in the interest of the pub- 
lic, our dealers and employees to pre- 
pare now for rapid plant reconversion 
and resumption of merchandising,” 
Stevens said. ‘Planning now will make 
more jobs faster after the war for men 
and women now in the armed forces 
and war work.” 
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RED HOT—GROUND WHITE—Red-hot, white-ground; that’s the color 
code that the H. B. Sherman Manufacturing Company of Battle Creek, 


Michigan, has adopted for their fixture connectors. 


For clarity of proce- 


dure in wiring, replacements, and trouble-shooting, the fixture enveloping 
the “hot” or current-carrying wires is molded of Vinylite red plastic, while 


the grounding wires carry a white plastic connector. 


Fixture connectors 


must secure connections, and the Sherman Company’s positive setscrew 
seeures them well and solidly, while the color code prevents possible acci- 


dents and facilitates repairs. 


Vinylite plastics were chosen for these con- 


nectors because of their non-flammability, high tensile strength, moisture 


resistance, and electrical resistivity. 
Credit to: Detroit Macoid Company as the molder. 


safety of the connection. 
—(Photo courtesy Bakelite Corp.) 


Stevens reported that Eureka is 
carrying on an “after hours” program 
on product design, engineering, com- 
prehensive market studies, and dealer 
surveys as a part of its postwar plan- 
ning. 


NYLON COATING FOR 
ELECTRICAL WIRES 


A new nylon plastic compound that 
permits coating of electrical wire at 
rates of more than 1,000 feet per 
minute was revealed recently by Dr. 
J. W. Shackleton of the Plastic De- 
partment of E. I. du Pont de Nemours 
& Company. 

Dr. Shackleton told the Wire Asso- 
ciation meeting in the William Penn 
Hotel here that the development of 
extrudable types of nylon has been the 
result of long years of research. 

“A nylon is now available which 
can be extruded in standard equip- 
ment at temperatures attainable by 
present commercial wire coating pro- 
cesses,” he said. “On a commercial 
machine having a two-inch screw, our 
laboratories have extruded nylon jack- 
ets seven mils in thickness (overall 
diameter 40 mils) at rates of speed 
over 1,000 feet per minute. 

“The die used is a modified, self- 
centering tubing design which allows 


Their insulating qualities insure the 


for the free flowing of the nylon. A 
tube of nylon is extruded and is laid 
snugly over the wire, the wall thick- 
ness being controlled primarily by the 
wire speed. Coatings of less than one 
mil in thickness have been applied by 
this method.” 


INDUSTRY COMMITTEE 
TO REVISE STANDARDS 


The Industry Committee on In- 
terior Wiring Design, which is repre- 
sentative of all branches of the elec- 
trical industry, was re-organized in 
May of last year, and at that time 
authorized the reviewing of the Hand- 
book of Interior Wiring Design. 

The Technical Committee, with A. 
Carl Bredahl, of Westinghouse Elec- 
tric and Manufacturing Company, as 
chairman, was assigned the task of re- 
vising the existing standards. Two sub- 
committees have been at work for 
several months revising the standards 
on residence wiring design, and, also, 
developing a standard on farmstead 
wiring design. 

The full Technical Committee 
was called to meet in December to 
act on the proposed new wiring stand- 
ards prepared by the subcommittees. 

Subject to the action taken by the 
Technical Committee, the main com- 
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i 
: tribution 
e 
rs ff ry ® 
w 
offers a plug built for the job 
e 
™ CIRCUIT BREAKER PLUG One of the outstanding advantages of the BullDog BUStribution 
r DUCT system is the wide variety of circuit protective tap-off 
plugs available in standard pre-fabricated types. 
Designed to improve the efficiency of the system through maxi- 
A mum flexibility and adaptability, the standard BullDog Bus Plugs 
a provide a convenient means of current take-off that is completely 
% interchangeable for type, volts, poles and sizes. 
ie All Bus Plugs fasten securely to the flanges of the duct section 
1e at the plug-in openings, may be mounted on either or both sides 
yy ne a of the duct and require no auxiliary screw clamps or fittings. 
Plugs may be removed from duct and moved to a new location 
at a minimum of labor expense and with no material loss, per- 
mitting rapid rearrangement of production machinery to meet 
expansion programs, change-overs or new production methods. 
For complete information on the various BullDog Bus Plugs 
4 illustrated in this advertisement, write for our illustrated bulle- 
. tin 427-2. 
in TEMPERATURE INDICATING PLUG 
re Manufacturers of a complete line of Vacu-Break 
d- ; Safety Switches, Panelboards, Switchboards, Cir-: 
cuit Master Breakers and BUStribution SYSTEMS. 
A. 
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mittee expects to meet some time 
| early in 1945 primarily for the purpose 
of acting on the newly developed 
standards. E. A. Brand, of the Buffalo, 
‘Niagara, and Eastern Power Corpora- 
tion, is chairman of the main commit- 
tee. 











| MANUFACTURERS NAME 
NEW DISTRIBUTORS 


Appointment of the Richardson- 
Wayland Electrical Corporation of 
Roanoke, Virginia, as distributor for 
The Crosley Corporation in Central 
Virginia has been announced by B. T. 
Roe, Crosley manager of distribution. 
The Richardson-Wayland Electrical 
Corporation was organized by J. M. 
Richardson 33 years ago. It was started 
as an electrical contracting business 
and from time to time various na- 
tionally advertised brands of electrical 
appliances were added. ‘lhe company is 
just now entering the wholesale distri- 


bution field. 

































J. M. Richardson 







In addition to Mr. Richardson who 

is president and general manager, other 

| officers of the company are A. D. Mil- 
ler, secretary and treasurer; C. D. 
Johnston, sales manager; and M. R. 
Akers, service manager, all of whom 
are experienced and have successful 
backgrouads in the electrical appliance 


and contracting fields. 
* * * 












E] Paso Saw and Belting Supply 
Company, 1309 Texas Street, E] Paso, 
Texas, has been appointed wholesale 
distributor covering the E] Paso whole- 
sale district for Hotpoint household 
electric appliances and Hotpoint-Edi- 
son commercial cooking appliances, 
effective immediately, according to an 
announcement by Ward R. Schafer, 
general sales manager, Edison General 
Electric Appliance Company. 
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The Foster Distributing Company, 
Louisville, Kentucky, has just been 
named as the distributor in that area 
for the sale of Emerson radios and 
television sets for the postwar era, ac- 
cording to announcement by Charles 
Robbins, vice-president in charge’ of 
sales for Emerson Radio and Phono- 
graph Corporation, of New York City. 
A new organization, this wholesale 
firm will be under the guidance of 
Ralph M. Foster, president. Mr. Fos- 
ter has spent the last 28 years in 
wholesaling radios and appliances in 
the Louisville area; the last 16 years 
as sales manager in the distribution of 
radio sets. The company will specialize 
in the sale of Emerson radio products, 
and has already established a radio 
service department to collaborate with 
dealers in the territory. 

* * * 

Thomas, Field & Company, of 
Charleston, W. Va., merchandiser of 
soft goods to department, furniture 
and industrial stores and specialty 
shops for 45 years, will distribute the 





full line of Westinghouse electric ap- 
pliances in the postwar period, it has 
been announced by T. J. Newcomb, 
sales manager of the Westinghouse 
Electric Appliance Division. 

“This is the first time our company 
has sold electric appliances and we 
expect this to be an important part 
of our business in the future,’”’ Frank 
A. Thomas, president of Thomas, 
Field & Company, reported. “We be- 
lieve industrial stores will be excellent 
outlets for appliances and anticipate 
heavy volume from our other retailers 
as well.” 

A separate electric sales and service 
department will be organized under 
the direction of Harry J. Hughes, 
formerly with the War Production 
Board, and the Van Zandt Supply 
Company, Huntington, W. Va., and 
for five years a service supervisor for 
the Westinghouse Electric Appliance 
Division, Mr. Thomas announced. 
Both this new department and all 
other departments will continue to re- 
port to Phil W. Ziler, sales manager. 








Government News and Views 
For the Electrical Industry 














WASHER MAKERS URGE 
PARTS PRODUCTION 


Members of the Domestic Laundry 
Equipment Industry Advisory Com- 
mittee, together with the other mem- 
bers of the industry and component 
manufacturers, at their recent con- 
ference in Washington urged the War 
Production Board to permit laundry 
equipment manufacturers to order and 
stock materials and components in 
preparation for reconversion, WPB 
reported recently. This would be con- 
tingent upon non-interference with 
war production, they said. 

Industry members recommended 
unanimously that laundry equipment 
manufacturers be permitted to order 
materials and components, on an AA-3 
priority rating, and build up a 90-day 
inventory. They further recommended 
that individual manufacturers, includ- 
ing component manufacturers, be al- 
lowed to draw upon their inventories 
to make parts or complete laundry 
equipment to the extent that labor 
becomes available in their plants, sub- 
ject to over-all manpower controls. 

Manufacturers estimated that such 
a procedure would shorten reconver- 
sion after “Victory in Europe” Day by 
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three months or more and thus help to 
close the gap between employment for 
war production and employment for 
civilian production. Unless materials 
and components for civilian produc- 
tion are on hand when war orders are 
cut back, the manufacturers empha- 
sized, workers cannot be kept em- 
ployed. 

a x 3 


FAN PRODUCTION SHORT 


Production of propeller-type electric 
fans under Limitation Order L-176 for 
essential hospital, institutional and in- 
dustrial purposes is expected to fall 
short of the estimated requirement of 
100,000 for 1944 by about 25 per 
cent, War Production Board represen- 
tatives said at the recent meeting of the 
Domestic and Commercial Electric 
Fan Industry Advisory Committee. 

No electric fans are being made 
available for home or office use. 

This estimate of 1944 production 
under L-176 was obtained through 
manufacturers’ reports and a recent 
check by WPB of fan manufacturers 
concerning expected fourth-quarter 
production, WPB representatives said. 
They added that manufacturers said 
their inability to step up production 























rere ver Wo men Meet- Soul hear. 


“ALLT WANT IS A 


Right this minute, women are talking about, raving 
about, doing things about the one-and-only Bendix 
Automatic Home Laundry! Millions are planning to 
have a Bendix of their own, just as soon as the new 
ones are available. Over 300,000 women now have 
pre-war Bendix Machines, and they’re spreading the 
wonderful magic Bendix story of no-work washdays! 
Others are registering at their Bendix dealers for a 
postwar “priority” on the new Bendix. No other 
washing machine dealer ever had such a golden op- 
portunity to strike it rich—in a market where his 
customers are already pre-sold on Bendix quality and 
operation! For the Bendix is known—is wanted— 
and will be sold in the millions! 

















— — “ 


~~] 








NATIONAL ADS? Of Course! In Life, McCall's, Parents’, True 
Story, Better Homes and Gardens, Amesioun Weekly, Good House- 
keeping, and Sunday pap ppl 

NATIONAL RADIO? Of Course! Bendix spot radio announce- 
ments—vunique, dramatic, set to the new ear-catching Bendix theme 
song—have already blanketed the nation! 

ELECTRIC SIGNS? Of Course! Outdoor, Counter, Aisle and 
Window Signs in brilliant neon and fluorescent lighting. Distinctive 
Bendix identification. 

MOVIES 2? Of Course! Specially-prepared Bendix minute-movies 
are being screened for later release to local motion picture houses! 
Real sales-makers! 

STORE DISPLAYS? Of Course! Window, floor and counter 
displays! Store signs, truck signs, point of sale materials of all de- 
scriptions—by Bendix! 

DEALER MATERIALS? Of Course! Newspaper ad mats, 
letterheads, publicity stories, stuffers, folders, book matches, decals— 
every possible dealer need! 











BENDIX~~:Home Laundry 


Bendix Home Appliances, Inc., South Bend, Indiana... Pioneers and Perfectors of the Automotic “Washer” 
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to the needed rate is caused princi- 
pally by the manpower shortage and 
delays in delivery of materials and 


components. 
* x * 


AA-2 ASSIGNED FOR 
FARM REPAIR PARTS 


Distributors of farm machinery and 
equipment are now able to obtain 
AA-2 preference ratings for purchasing 
electric motors, electric control 
switches, and 18 other kinds of repair 
parts for resale to dealers serving farm- 
ers, the War Production Board has an- 
nounced. 

Formerly, ratings ranging as low as 
AA-4 were assigned for these items. 
Applications for preference ratings and 
for authorization of quantities to be 
purchased are made on Form WPB- 
547, as hitherto, WPB said. Quanti- 
ties, while less restricted, will still be 
authorized according to available sup- 
plies, distributors’ inventories and lo- 
cal needs. Ratings higher than AA-2 
may be given for a few items where 
this has been done previously. 


of x % 


MORE RANGES AUTHORIZED 


Additional authorizations for the 
manufacture of 3,082 domestic electric 
ranges in the fourth quarter of 1944 
were issued to two manufacturers who 
were able to make them without in- 
terfering with war production, the War 
Production Board has announced. The 
manufacturers and their authorizations 
are: Norge Division, Borg-Warner 
Corporation, 1500; and Gibson Re- 
frigerator Co., 1582. 


ae ~ ~ 


REFRIGERATION DENIED 


All applications by dealers for re- 
frigeration and air conditioning equip- 
ment, including all self-contained pack- 
age units, are being temporarily de- 
nied, the General Industrial Equip- 
ment Division of the War Production 
Board has announced. These applica- 
tions are made on WPB Forms 541 
and 547. The denials, however, will 
not affect applications for compressor 
bodies, low-sides and other repair com- 
ponents. 

This action was taken by WPB be- 
cause of the unprecedented volume of 
applications for refrigeration and air 
conditioning equipment being received 
from dealers and distributors, officials 
said. The priority ratings previously 
granted for inventory purposes, to- 
gether with the ratings received by 
dealers and distributors from ultimate 
consumers, have resulted in a large 
backlog of unfilled rated orders for 
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several types of scarce equipment, they 
said. As a result, the critical compo- 
nents are not available in sufficient 
quantity to fill presently outstanding 
rated orders for complete assemblies 
within a reasonable length of time. 


x * o 


MORE STEEL FOR LAMPS 


Portable lamp manufacturers, who 
may make lamps for preferred orders 
only under Limitation Order L-33 and 
for civilians as authorized under Priori- 
ties Regulation 25, may now use iron 
and steel for any lamp part, as pro- 
vided in a recent amendment of L-33, 
the War Production Board said. 

Prior to the present amendment of 
L-33, iron and steel were permitted to 
be used only in sockets, separate 
switches, plugs, lamp cords, auxiliary 





ballasts, starter switches, center pipes, 
steel wire harps, socket covers and 
husks, outer tubing and casings, coat. 
mg and checking rings, locknuts, 
washers, screws, and bolts. 

The previous provision restricting 
the use of other metals, such as zinc, 
aluminum, and magnesium, to sockets, 
separate switches, plugs, lamp cords, 
auxiliary ballasts, and starter switches 
has also been deleted in.the amended 
L-33. However, previous restrictions on 
the use of copper are retained, except 
that lamp manufacturers now may use 
No. 18 B and S Gauge copper con- 
ductor cords, not longer than 11 feet, 
as well as the previously permitted No. 
20 B and S Gauge cords, if they were 
in the manufacturers’ or their sup- 
pliers’ inventory on December 10, 
1942. 
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H. H. Whittingham, formerly vice- 
president in charge of engineering of 
the Norge and Detroit Gear Aircraft 
Parts divisions of the Borg-Warner 
Corp., has been appointed vice-presi- 
dent and manager of the latter unit, 
and Ira H. Reindel, chief engineer for 
Norge, has been promoted to director 
of Norge engineering, it was an- 
nounced by Howard E. Blood, presi- 
dent of the two units. At the same 
time, Mr. Blood disclosed that the 
name of the Detroit Gear Aircraft 
Parts division will be changed to De- 
troit Gear division, effective Jan. 1, 
1945. 

Both Mr. Whittingham and Mr. 
Reindel have had long periods of 
service with the Detroit Gear and 
Norge units, the former having be- 
come associated with the Detroit Gear 
and Norge units, as it was then known, 
in 1923, and at the same time that 
Mr. Blood was named general manager 





H. H. Whittigham Ira H. Reindel 


of that firm. He held the title of pro- 
duction manager. Mr. Reindel joined 
the company in 1925, the first re- 
frigeration engineer employed by Mr. 
Blood. He was offered the position of 
chief refrigeration engineer for the 
purpose of improving the famous 
“rollator” compressor mechanism. 
* * * 

W. I. Buchanan, Chicago branch 
manager, Frigidaire Division of Gen- 
eral Motors has announced the ap- 
pointments of G. W. Trask, sales man- 
ager of Commercial and Air Condi- 
tioning Products; A. J. Pizza, sales 
manager of National User Products 
and Ice Cream Cabinet Equipment; 
C. W. Kirby, appliance sales manager. 
All of these men will make their head- 
quarters in Chicago. 

G. W. Trask returned to the Frig- 
idaire sales organization after seeing 
service as a Major in the Seventh U. S. 
Army Air Corps. Prior to entering the 
armed forces, Trask was with Frigidaire 
for over 14 years, beginning his career 
as a salesman in Nashville, Tenn., in 
January, 1927. 

A. J. Pizza, the new sales manager 
of National Users Products and Ice 
Cream Cabinets is moving steadily 
forward in the Frigidaire organization 
since first entering the employ of the 
service department several years ago. 
C. W. Kirby brings a wealth of sales 
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THIS 56 PAGE 
INFORMATIVE BOOKLET 


To those interested 
in insulating varnish, 
this booklet presents 
an informative and 
worthwhile approach 


to their insulation 





problems. A valuable, 


ready reference! 
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JOHN C. DOLPH COMPANY 
Insulating Varnish — 


166-8 EMMETT ST. NEWARK, 
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and public relations experience with 
him, to the position of appliance sales 
manager of the Chicago branch of 
Frigidaire. For a number of years prior 
to the present war, Mr. Kirby was 
appliance sales manager in the New 
York branch. At the beginning of this 
war, General Motors appointed him 
to the Public Relations Staff of the 
parent organization with headquarters 
in Detroit. 


* x x 


The Freez-All Home Freezer Divi- 
sion of Portable Elevator Mfg. Co., 
Bloomington, Illinois, has announced 
the appointment of W. M. Caudell, 
Jr., as assistant sales manager. He was 
formerly district representative and 
later manager of the Standard Prod- 
ucts Division, of the Corbin Screw 
Corporation, New Britain, Connecti- 
cut. Mr. Caudell’s duties will include 
field work with the distributors now 
being franchised to handle F'reez-All 
Home Freezers. 


* ¥ x 


Fred A. Ray, formerly associated 
with the General Electric Company 
for a period of fifteen years, has been 
made vice-president and distributor of 
household appliances, radio, and air 
conditioning equipment throughout 
the Savannah, Georgia, wholesale area 
for the Lindsay & Morgan Company, 
of Savannah. The territory to be served 
by Mr. Ray approximates a 90 mile 
radius, bounded on the north by 
Charleston, South Carolina, and 
Brunswick, Georgia, to the south. Ex- 
clusive distributing franchises already 
executed include Crosley products, 
Speed Queen washers, American iron- 
ers, Eureka vacuum cleaners and Cord- 
less automatic irons, Diehl fans, 
American kitchen equipment, Seth 
Thomas clocks, and. Proctor appliances, 
with negotiations under way for sev- 
eral additional products. 





Fred A. Ray 
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Mr. Ray’s positions with G.E va- 
tied. from Southern territorial sales 
representative in 1930 to district ap- 
pliance sales manager, Pittsburgh, Pa., 
then district radio sales manager, 
Cleveland, Ohio, and appointment as 
national radio sales manager in the 
early part of 1939. About January, 
1941, Dr. W. R. G. Baker, vice- 
president, assigned Mr. Ray the re- 
sponsibility of conceiving a product 
and plan that would satisfactorily com- 
pete in the de luxe radio-phonograph 
field. As a result, the Musaphonic in- 
strument was later introduced to the 
industry. Mr. Ray was manager of 
this division until] August, 1942, at 
which time he moved to Schenectady, 
New York, in charge of Navy Com- 
munications for the Electronic De- 
partment. 

* x * 

Gregory L. Rees has been appointed 
range and water heater sales division 
manager, Edison General Electric Ap- 
pliance company, according to Ward 
R. Schafer, general sales manager. Rees 





G. L. Rees 


has been with the company since 1935 
as development engineer and special 
sales representative on ranges and 
water heaters. During the war period 
he had charge of the demonstration 
and sales of company developed war 
devices. He will be located at the com- 
pany’s Chicago headquarters, 5600 
West Tavlor Street. 


* * * 


J. S. Sayre, president of Bendix 
Home Appliances, Inc., South Bend, 
Indiana, announces the appointment 
of W. F. Linville, of Dallas, Texas, as 
director of districts, in charge of di- 
visions and districts; distributor and 
dealer operations, effective September 
1. Mr. Linville has had many years of 
experience in the appliance field, on 
both gas and electric products. He 





W. F. Linville 


knows department store and_ utility 
operation intimately. 

When Bendix Home Appliances, 
Inc., was started in 1937, Linville 
joined the company as personnel man- 
ager. The next year he was given a 
district territory, and in 1940 he was 
promoted as Southwestern divisional 
sales manager, with direct charge of 
16 distributor territories. 


x ~ * 


E. F. Oelkers, for 20 years with the 
Southern Equipment Company, of San 
Antonio, Texas, his last position being 
that of manager of the electrical de- 
partment, has resigned to enter a 
three-way partnership with J. H. Rob- 
erts and H. W. Nussbaum, of the 
Nuro Company, manufacturers’ repre- 
sentatives, with offices at 414 Houston 
Bldg., San Antonio. 

Clyde Akin, formerly with the Gen- 
eral Electric Appliance Company, of 
this city, has been named to fill the 
vacancy. 

* me * 


Joe W. Thiele, for nine years vice- 
president in charge of refrigerators and 
major home appliances, Straus-Frank 
Company, San Antonio, Texas, has 
resigned to join with Frank D. Wins- 
low, formerly southwestern manager 
for Jones & Laughlin Steel Co., with 
headquarters in Houston, in the or- 
ganization of the Thiele-Winslow 
Company, distributors of refrigerators 
and major home appliances with offices 
in the Transit Tower, San Antonio. 


x Ox a 


Harry M. Kelley, manager of ap- 
pliance sales, Frigidaire division of 
General Motors Corporation recently 
announced the appointment of Clar- 
ence E. Quigley to handle special 
assignments in the appliance sales de- 
partment. 

An employee of General Motors 
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LIGHTING YOUR PLANT WITH LUMI- 
NOUS PAINT — Someday, perhaps, a paint 
that’s charged with atomic energy will flood the 
plant with light — electric fixtures won't be neces- 
sary. But today it’s still a pipe-dream. 


LIGHTING THAT’S RIGHT 
FOR EVERY SEEING TASK 


New industrial lighting units, both fluo- 
rescent and incandescent, will furnish an ade- 
quate level of glareless illumination for jobs 
that once seemed impossible to light well. In 
areas where combustible dusts are present, for 
example, this type of sealed illumination unit 
eliminates a hazard, and simplifies maintenance. 
It’s backed by the application aid of Graybar 
Lighting Specialists. 





GRAYBAR’S NATIONWIDE NETWORK 


of more than 80 warehouses.assures you a convenient local source 
of supply for more than 60,000 electrical items—backed by experi- 
enced application aid on problems of wiring, ventilation, inter- 
communication and power apparatus. A Graybar Man near you is 
ready to make your electrical supply problems his personal respon- ~ tenis 
sibility. Why not take advantage of his time-saving assistance? Pm 380 . sn ores 
$512 y wens Sees } oes 


a rom cao 
wer 


ot “oom yet: 


wine . oe ———— 
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Corporation since 1920, Mr. Quigley 
entered the services of the Frigidaire 
division in 1926. During his 17 years 
with Frigidaire he has occupied many 
important sales posts having been re- 
gional manager, water cooling manager, 
assistant manager commercial sales 
and others. 
ky & 

Frank P. Gibbons has been ap- 

pointed sales manager for the Viking 


Ait Conditioning Corporation, 5600 
Walworth Ave., Cleveland, Ohio, ac- 





Frank P. Gibbons 


cording to an announcement by 
Marion I. Levy, president of the or- 
ganization. 

Mr. Gibbons has been connected 
with Viking Air Conditioning Cor- 
poration since 1935, representing the 
Viking line of blowers, humidifiers and 
fans. More recently he has been pur- 
chasing agent and assistant sales man- 
ager for Viking. 

x x * 


Roy W. Johnson, general sales man- 
ager of the Warren Telechron Com- 
pany, Ashland, Mass., has been elected 





Roy W. Johnson 


vice-president and a director of the 
company. Prior to joining the Warren 
Telechron Company on May 1, 1944, 
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Mr. Johnson served for a year and a 
half as director of the Facilities Bu- 
reau, of the War Production Board. 
For a number of years he was asso- 
ciated with the General Electric Com- 
pany and Shick, Inc., in merchandising 
capacities. 
a x 


John M. Goodwin, formerly asso- 


ciate editor of Electrical South, who 
has served as an officer in the Army of 
the United States for more than two 
years, was recently promoted to the 
rank of Major. Major Goodwin is now 
in charge of the news section of the 
Eighth Air Force and directs all re- 
leases concerning the Eighth Air Force 
operations. 


NEW EQUIPMENT 
and MATERIALS 


BAGLESS VACUUM CLEANERS 


An improved type, bagless, vacuum 
cleaner, called the McAllister System, 
that handles either water or dry dirt, 
has been announced by the Franklin- 
McAllister Corporation, 135 S. La- 
Salle Street, Chicago 3, Illinois. 





Among the advantages claimed for 
this type cleaner are: no dirt bag to 
empty; the unit washes as well as 
vacuum cleans rugs and overstuffed 
pieces, etc., that are too large to go 
into the ordinary washing machine; 
this new system, that will sell at a 
price comparable to the ordinary 
vacuum cleaner, also moth-proofs with 
a powerful spray gun attachment using 
a government-approved chemical solu- 
tion; the appliance is powered by a 
heavier motor than is contained in 
the ordinary vacuum cleaner, and it 
uses this high air movement to aerate 





bedding, rugs and clothing in closets 
with fresh filtered air brought in from 
the outside; and from a vacuum clean- 
ing standpoint it not only eliminates 
the dirt bag but employs higher suc- 
tion and air movement efficiency, 
grease-sealed ball-bearings that elimi- 
nate the necessity for oiling, and a 
floating brush that gets all lint, dog 
hair, etc., from the surface of the rug. 


BOOKLETS ON PLASTICS 


Two new booklets on plastics have 
just been made available to business 
executives interested in this subject. 
The first one is entitled “Catalog of 
Bakelite and Vinylite Plastics.” It is 
published by Bakelite Corporation and 
the Plastics Division of Carbide and 
Carbon Chemicals Corporation, and 
contains a complete listing of all the 
products marketed by these two or- 
ganizations. Within the 24 pages are 
descriptions of molding and extrusion 
compounds; laminating plastics; sheets, 
sheeting, and film; rods and tubing; 
cast resins; glues and adhesives; bond- 
ing materials; coating products; im- 
pregnating, sealing, and calendering 
materials; and special copolymer resins. 

Not only are descriptions of the ma- 
terials included, but, also, their ap- 
plications and specific characteristics 
and properties. In addition to being 
a catalog of all Bakelite and Vinylite 
plastics, this handbook serves as a 
businessman’s guide to both thermo- 
plastic and thermosetting plastics. 

The other booklet is entitled “Bake- 
lite Resin Baking Coating,” and is 
published by Bakelite Corporation. 
This is a 28-page illustrated booklet 
containing specific information on the 
properties and characteristics of phe- 
nolic resin baking coatings. It includes 
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“Watch-dogging” distribution sys- 
tems to assure power continuity 
under year-round conditions of nat- 
uraland accidental hazardsisa major 
responsibility. Tomorrow, ex- 
panded power systems bringing 
with them the ever-growing prob- 
lems of exposure, will increase that 
responsibility. 





For improving “round-the-clock” 
service even beyond present high 
standards and meeting emergencies 
throughout your circuit mileage, use 
G-E 2-way FM radio. It will provide 
the means for immediate dispatch of 
maintenance crews from one job to 
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another. It will save valuable repair 
time. Itwilllowermaintenancecosts. 
Call your G-E sales engineer when 
you discuss your communication 
problems. He will have a competent 
specialist assist in planning the 
most effective system for your par- 
ticular installation. 


In serving your 2-way radio com- 
munication requirements, G. E. 
offers the same specialized attention 
and reliable service that is extended 
to you in your power distribution 
and maintenance requirements. 
Electronics Dept., General Electric, 
Schenectady 5, N. Y. 


GENERAL® 





A modern maintenance tool for utilities 
G-E 2-WAY FM RADIO 





Government regulations now permit new instal- 
lations of 2-way FM radio for important require- 
ments of utility companies. Let your G-E repre- 
sentative help prepare your applications. 











Write for these booklets: “G-E 
FM Communication System Guide”’ 
is a bulletin that gives practical 
every-day-language facts about the 
selection of 2-way FM radio and 
will assist you in estimating total 
installation costs. “G-E FM Com- 
munication Equipment Catalog” 
describes and illustrates the 
required units and accessories. 


Tune in General Electric’s ‘The World 
Today” and hear the news from the men 
who see it happen, every evening except 
Sunday at 6:45 E.W.T. over CBS network. 
On Sunday evening listen to the G-E “All 
Girl Orchestra” at 10 E.W.T. over NBC. 


ELECTRIC 
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technical information on the types q 
surfaces which can be coated yi 
these finishes; methods of applicatin 
baking methods and equipment; 
properties of Bakelite resin bakiy 
finishes; and a list of tested and 
proved applications. Copies of th 
booklets may be obtained by writin 
Bakelite Corp., 300 Madison Aym™ 
New York 17, N. Y. A 


ELECTRIC CONTROLS 


Introduction of electric contact cop 
trols for circular chart electronic pp 
tientiometers is announced by tk 
Brown Instrument Company. Th 
electric contact controllers will } 
available in two forms. One will cop 
tain a locking-in type relay, designe! 
primarily for electric furnace contr 
It can also be used for application 
involving ,use of contactors and {uf 
processes requiring a differential ga jj 

The second type, without a rela 
is designed for direct control of moi 
torized valves, operation of signallix 
devices, and for applications requiriy 
a “dead” neutral. 

The electric contact control mech 
anism, according to engineers of the 
Brown company, Philadelphia preof 
sion industrial instrument division (ff 
Minneapolis - Honeywell Regulatugy 
Company, will be available for circ 
lar potentiometer pneumatic contr 
lers. It will serve, when applied t% 
these instruments, as an _ auxiliay 
switch for operation of signal lampy 
and other devices. 


AIR CONDITIONING BOOKLET 


How to plan postwar air conditior- 
ing to control temperature and hv 
midity, clean the air, and provide ad 
quate ventilation and air circulation 5 
discussed in a new 16-page illustratec 
booklet announced by Westinghous 
Electrical Elevator Company. 

The booklet tells how air condition § 
ing works, outlines the principal factos 
which must be considered to plan a 
conditioning for a specific applic} 
tion, and pictures and describes equi § 
ment including compressors, condent 
ers, units and coils. 

Installation photos illustrate the 
three general types of air conditioning F 
—self-contained, factory-built within 
the-space units, self-contained factory 
built central-plant units, and custom 
built central-plant units. 

Copies of the new booklet “Hor 
to Plan Your Postwar Air Condition 

EDERAL ELECTRIC PRODUCTS COMPANY, INC. ing Today” may be secured from the 
ECUTIVE OFFICES 50 PARIS ST, NEWARK 5, N J * PLANTS Hartf Remark, 6 Westinghouse Elevator Company, }5 
| Pacific Avenue, Jersey City, N. J. 
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Health-aire Belt Driven Propeller Fans... 
Available in all sizes 24 to 54 inches and capacities 4,500 to 25,000 C. F. M. 








Here are Health-aire Features 


All steel welded construction 


Capacitor, long hour, resilient mounted 
motors 


Bronze, self-aligning bearings 


Dynamically and statically balanced for 
quiet operation 


Adjustable tension, over-powered drives 


Rated and tested in accordance with 
ASHVE and NAFM codes for propeller 
fans. 


For “climate as you like it” ... fora 
full measure of comfort and ventilation 
in all residential, commercial, industrial 
and public buildings, the Johnson Health- 
aire belt driven fan is your best bet! 


Backed by 25 years experience in design- 
ing and manufacturing propeller fans and 
blowers, Johnson Health-aire belt driven 
fans combine the most advanced, the 
most effective engineering ideas. 


For manufacturing plants, laboratories, 
offices, restaurants, hotels, grocery stores, 
auditoriums, churches, funeral homes and 
all other similar places, Johnson Health- 
aire fans are guaranteed to give the finest 
performance. 

These fans are available in sizes 24 
to 54 inches and in capacities of 4,500 
to 25,000 C.F.M. Order Johnson Health- 
aire belt driven propeller fans for all 
your needs! 








Are You Set for Next 
Spring Deliveries? 


Johnson Fan & Blower Corporation in- 
vites your correspondence concerning 
delivery and distribution set up for next 
spring. Anticipate your requirements 
now. Write Johnson today for full de- 
tails concerning our plan that will supply 
you with your needs for next spring and 
summer. 








H. C. BIGLIN, 177 Harris St., N. W., Atlanta 3, Ga. 


JOHNSON FAN & BLOWER CORPORATION 


1319 WEST LAKE STREET 
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NEW FIXTURE HANGER 


A new and different industrial fix- 
ture hanger has recently been de- 
veloped by Day-Brite Lighting, Inc., 
of St. Louis, Missouri. This hanger 
serves a triple purpose in that it pro- 
vides an outlet box cover with a re- 
ceptacle . . . a means of supporting 
chain suspension fixtures . . . and a 
grounding arrangement so that fixtures 
furnished with two-wire cord and plug 
sets can be used. 


The “Hydee” hanger saves the 
back-breaking work of “bucking a 
drill” usually necessary when mount- 
ing fixtures the old way. It entirely 
climinates the need of centering, po- 
sitioning, punching or drilling any 
mounting holes whatsoever. Only a 
screwdriver is needed to make a com- 
plete installation. Simply make wiring 
connections . . . screw the hanger to 


the outlet box ears . . . then hang the 
fixture. 

This hanger fits any standard +” or 
34%” outlet box or open type plaster 
ring. 

It is a complete device . . . no extra 
parts necessary. Furnished with two 5’ 
suspension chains, cord clips, “S” 
hooks and receptacle. The hanger plate 
is finished in baked aluminum grav 
enamel with the chain, hooks and 
clips in a rust-proofed finish. Complete 
data is given in Bulletin F-82, copies 
of which are available upon request. 


PRODUCTIVE COLORATION 


“Productive Coloration,” a new 
system of utilizing color and the re 
flective quality of paints to help in 
crease efficiency, output and safety in 
industry, has just been introduced by 
the Building Products Division of L. 
Sonneborn Sons, Inc., New York. 

The system’s advantages are de 
scribed and illustrated in a full-color 
brochure which employs a series of 
practical photographs to show how im- 
proved lighting and better working 
conditions are achieved, first, by 
brightening the area adjoining the 
plant machinery and then by painting 
the machinery parts in especially keyed 
colors to improve worker efficiency. 

A chart, which presents a series of 
color combinations scientifically plan- 


WARMER BOOSTS BATTERY EFFICIENCY—These heating elements are 
destined to keep storage batteries warm—thus providing peak operating 


efficiency at all times. 


means of heat and tremendous pressure. 


The operator seals the zig-zag heater in plastic by 


Specially designed, the unts are 


impervous to acid; in most cases, they get power direct from the battery 


they protect from the cold. 


Here the operator is shown “tacking” an 


element in place.—(Westinghouse photo. ) 
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ned, not only for color balance but to 
provide maximum reflectance values, 
enables the reader to visualize how and 
to what degree, by the proper color 
treatment of walls, ceiling, dado, floor, 
machinery areas and machine parts, 
increased plant illumination can_ be 
obtained. 

Any executive interested in the 
problems of plant maintenance, oper. 
ating efficiency and safety which this 
system is designed to help correct 
may obtain a copy of the new brochure 
by writing on his business letterhead 
to Building Products Division, L. Son- 
neborn Sons, Inc., 88 Lexington Ave- 
nue, New York 16, New York. 


V-BELT HANDBOOK 


The B. F. Goodrich Company, 
Akron, Ohio, has just published a 74 
page V-Belt Handbook for Industrial 
Applications. Copies are available upon 
request. 

The handbook discusses the operat- 
ing advantages of V-belts, qualities to 
seek in the product, installation and 
care, sheaves, selection of the V-drive, 
and general information covering the 
whole field. 

Particularly important to the de- 
signer, manufacturer, or operator of 
equipment in which V-belts can play 
an invaluable role is the vast amount 
of data on every phase of the subject 
which is carried in the volume. This 
includes tables on installation and 
take-up allowances, listing of five cross 
sections of complete variety of V-belt 
lengths, service factors, general belt 
selection table, combination groove 
or standard cast iron drives, stock 
drives, standard drives, V-flat drivers, 
quarter turn drives, sheaves, belt 
speeds, horsepower ratings of multi- 
V-belts, corrections for arc of con- 
tact and exact speed of driven machine, 
standard groove dimensions for im- 
dustrial V-belt sheaves, together with 
sheave dimension tables. 


INSULATED BRUSH 


An insulated brush is announced br 
Industrial Products Company, Phila- 
delpiha, Pa., for cleaning around clec- 
trical apparatus in power plants and 
sub-stations. 

A 3-ft. handle of selected straight 
grain wood is provided with hand 
guard to protect user from slipping 
and possible contact with current. 
Non-conducting fibre surface beyond 
the hand guard is provided. Brush 
section is 11 inches, specially designed 
for the work. 
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ECONOMASTER HEATERS 


Shown here is one of the first elec- 
tric heaters in the United States to 
come off the production line since 
the recent authorization of the Wat 
Production Board. It was manufac 
tured by the Economaster Products 
Company, of Shelbyville, ‘lcnnessee. 
Production was begun within a few 
hours of receipt of authorization. 


Wheless Gambill, Jr., of the Econo- 
master Products Company, said that 
equal speed is being shown in shipping 
the heaters to the regular Economaster 
distributors. The heater has an attrac 
tive wrinkle finish and is chrome trim- 
med. Among its outstanding features 
are a portable plug in, diamond grid 
circuflector, glo heat clement, natural 
draft, infra-red rays, metal guard and 
electric welded construction. 


COLORED METALS 

Technical Processes Division of Co- 
lonial Alloys Company, Philadelphia 
29, Pa., recently announced that steel, 
copper, brass, zinc, bronze, nickel, tin, 
gold, silver, aluminum, magnesium and 
other metals and alloys may be col- 
ored, by simple processes of chemical 
immersion. 

A long range of colors is possible 
m iridescent and matte effects. Many 
of the coloring baths also increase the 
corrosion resistance of the metal being 
treated. 

Coloring salts or solutions are fur- 
nished with instructions for their use. 
Metal preparation and cleaning  in- 
structions are also given. 

For those interested it is suggested 
that sample of the metal-to-be-colored 
be submitted, together with a sample 
or description of color desired. A de- 
scription of the end-use of the product 
salso desirable (outdoor or indoor use, 
type of service, etc.) 


No. 2100 PLUGCMOLD 


receptacles installed; 10 No. 12 
Conductors without receptacies. 


3-Wire Polarized 
Receptacle 


2127S 
T Slot Receptacle 


2127H 
Midget Twistlock 
Receptacle 


2121 
Telephone Outlet + 


2127 
Plug Receptacle 
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Capacity: 6 No. 12 R. C. Conductors with 


The above typical business office installation 
of PLUGMOLD clearly demonstrates the fine 
appearance and time-saving convenience 
of this proved and practical plug-in-any- 
where wiring system. In this case power is 
supplied to electric calculating machines at 
each desk in one run of PLUGMOLD, and 
the other run carries telephone circuits. 
When desks must be relocated it is a matter 
of minutes to install new outlets or relocate 
those already installed. Industrial type out- 
lets are also available for installations in 
laboratories, engineering departments and 
at factory work benches, etc. Investigate this 
modern way to put electricity at workers’ 
fingertips. Write for PLUGMOLD bulletins 
and engineering data sheets. 





ELECTRICAL CONTRACTORS 


Business publications 
like these, with aggregate 
circulation of over 240; 
monthly among your pros- 
pects and customers, cerry 
weenie coverdoing he of 
sages designed to 
YOU BUILD BUSINESS. 
Tie in with this aggressive 
promotion program. 





i 
THE WIREMOLD COMPANY, HARTFORD 10, CONN. 





EDISON RATIO METER 


One of the latest and most im 
portant developments of the Instru 
ment Division of Thomas A. Edison, 
Inc., of West Orange, N. J., is its 
electrical ratio meter of new design. 
This new meter, which was developed 
a few years ago, has been made ex 
clusively for the Army and Navy in 
large quantities during the war. 

The principal use thus far of the 
instrument has been in connection 
with a temperature sensitive resistance 
bulb to indicate temperatures at vari- 
ous critical points about aircraft, but 
its application to a number of other 
uses is in process of development. 

The design of the meter movement 
inverts the conventional arrangement 
of such instruments by using a small 
moving magnet vane, the position of 
which is governed by the ratio of the 
currents in two sets of stationary actu- 
ating coils, placed at an angle with 
one another. This arrangement pro- 
vides an exceptionally rugged construc- 
tion and permits the elimination of 
all hair springs. The movement may 
be adapted to any service in which it 


is desired to indicate the ratio be- 
tween the values of two currents or 
voltages, independently of their mag- 
nitude. 

Coil resistances up to 1000 ohms 
are feasible, and the instrument will 
operate dependably at currents down 
to 300 microamperes. The scale span 
ordinarily covers 120 circular degrees. 





Connecting Diagrams 


For Induetion Motors 


Every man concerned with motor repair 
and rewinding will want a copy of this 
new publication, by A. C. Roe, which 
contains 72 modern connecting diagrams. 





The outstanding feature of this useful pocket-size book is the 
set of 72 modern connecting diagrams for two and three phase 
lap-wound induction motors, of four, six, eight, ten; or 
twelve poles. The author, a well-known authority on motor 
rewinding and repair, has endeavored to make these diagrams 
the most complete and useful of their kind. All of the series 
connections have been arranged so that they can be used as 
single or dual voltage connections. The two, three, and four 
parallel connections are all arranged for best magnetic bal- 
ance, and so that equalizer connections can be applied to re- 
duce noise, etc. In addition to the diagrams, this 132 page 
book contains a great deal of other important information on 
designing windings for induction motors. The book is at- 
tractively bound in waterproof red cloth with gold stamping. 


This book is available only with subscrip- 
tion to Electrical South—3 years for $3. 
If you are already a subscriber, send in 
your renewal or order a new subscription 
for one of your key men. 


Eleetrieal South, 
Atlanta. Georgia 


1020 Grant Bidg. 








Shown in the cut-away view are the 
following principal parts: A—moving 
magnet; B—actuating coils; C—damp- 
ing housing; and D—magnetic shield. 


AUTOMATIC RECLOSER 


To improve service on suburban 
rural electric distribution systems by 
interrupting all faults while eliminat- 
ing service trips on transient faults, 
the type AR-1 automatic oil circuit 
breaker recloser is announced by Wes- 
tinghouse Electric and Manufacturing 
Company. 

Replacing sectionalizing fuses on ru- 
ral lines, the AR-1 recloser operates a 
maximum of 3 times on temporary 
faults with two second intervals be- 
tween operations. If the fault clears 
on the first, second, or third tripping 
operation, the recloser resets auto- 
matically to the original position. If 
the fault is permanent it will lock out 
and open the circuit on the fourth 
tripping operation. 


7, 


Breaker ratings are 5, 10, 15, 25 and 
50 ampere continuous rated with inter- 
rupting capacities of 150, 200, 375, 
600 and 1200 amperes. ‘Ihe breakers 
are suitable for application on 2400 to 
13,800 volt circuits, and are connected 
in series with the line. Ample time 
delay on tripping permits coordina- 
tion of several reclosers in series, and 
coordination of the reclosers with 
fuses. Every breaker trips at a mini- 
mum of double its rating, permitting 
temporary overloads to occur without 
unnecessary breaker operation. 


WIRE SPLICER 


A six page folder on the Punch-Lok 
method of banding and splicing elec- 
trical applications has just been pub- 
lished, and copies may be obtained 
from The B. F. Goodrich Company, 
Akron, Ohio, which distributes the 
product nationally. 
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The folder describes the tools usec& 
in the Punch-Lok method, lists sizes 
of preformed and open end clamps 
available in Everdur, a copper brass 
alloy for electrical use, and tells in 
step-by-step detail how to apply the 
Punch-Lok bands on many electrical 
jobs such as connecting, splicing, re 
inforcing, tieing and repairing lines. 


WHEN PLANNING your future stocks or in- 


; stallation work, get full information about 
ALUMINUM CONNECTORS Paragon Automatic Time Controls . . . because 


I 
! 
they offer possibilities for handsome profits. | 
Anticipating the increased use of . These instruments are used in plants of all ! 
aluminum for substation buses, Burndy 3 types and are built into numerous kinds of | 
Engineering Company, New York, has , equipment. They save time . . . multiply human " 
et ‘4 . output... reduce errors... increase efficiency 
designed a complete line of aluminum .. and lower costs. Because they have been \ 
connectors for all power needs. ‘The extensively used and are widely advertised, 
line features a full range of types and S ; Paragon controls offer you the opportunity of 1 
sizes for all aluminum-to-aluminum large future sales. : 


connections as well as for aluminum . \ HUNDREDS OF APPLICATIONS—Some of the 
to copper. \ numerous applications of timers are: Protect- \ 
\ ing component parts, such as electronic tubes 
_ ... Automatically turning air conditioning 
units on and off . . . Sequence Timing .. . 
Laboratory Testing ... Conveyor Control... 
Light Exposure . . . Heat Treating . . . Pump 
Operation . . . Machinery Operation 
Plastic Molding . . . Time delay on pump 
back spin...Controlling pre-heating 
schedules. 


CALL THE PARAGON REPRESENTATIVE .. . for 
assistance in selection and correct application 
of Paragon controls. 


PARAGON ELECTRIC COMPANY 
713 Old Colony Building ¢ Chicago 5, Illinois 


-~ 


—_— 


Produced from a heat-treated alu- 
minum alloy high in strength, conduc- 
tivity and elongation, the Burndy 
aluminum connectors differ in design 
from conventional copper connectors. 
The new design compensates for the 
differences in the electrical and physi- 
cal properties of the two metals; and 
the high elongation of the aluminum 
alloy permits the connector to conform 
tightly to the conductor under pres 
sure without danger of cracking. ‘Thus 
properly designed, with adequate pro- 
portioning and contact surfaces, and 
utilizing the most efficient alloys, 
these aluminum connectors provide ex- 
cellent electrical and physical eff- 
ciencies. 


_ 
"ie am as eu out 


HAND SEARCHLIGHT 


“Big Beam” No. 411 Portable Elec 
tric Hand Searchlight, made by U-C 
Lite Manufacturing Co., Chicago 11, 
lll., will project an intense beam of 
more than 2,500 feet or, by means of 
a snap-on lens, give the same volume of 
light over a wide area. Powered by a 
heavy-duty, shockproof 6-volt storage 
battery, rechargeable from any A. C. 
charger, D. C. line or light plant. Re 
charging is simple, clean and safe and 
it is not necessary to remove battery 
from container. 
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GET YOUR COPY 


OF THIS 


MONEY- MAKING 
BOOK 


Stop losing money on your repair jobs! 
This one handy volume gives you a 
COMPLETE price list of new and rebuilt 
electric motors, starters, and controllers, 
rewinding, bearings, reconnecting, turn- 
ing commutators, and practically every 
other electric motor repair job. Covers 
all sizes of A. C. and D.C. motors and 
generators from 1 6 to 200 h. p 


Prices listed are based on actual cost 
records in repair shops and represent ; 
a price that is fair to both you and’ 
your customer. Be safe...be sure you're 
charging enough... get your copy right 
now! Send your order for this $7.50 
money-maker today! 


INSULATION AND wines 


Tells You How-to 
Price Electric Motor 
Rebuilding Jobs 


G 
Nene ate 4 


Cu 
den “ sag Avice 


a INSULATION & WIRES, INC. 


2127 PINE STREET ST. LOUIS, MO 


Seavice 





EUREKA VACCUM CLEANER 


Kureka Vacuum Cleaner Company, 
Detroit, Mich., announces the develop. 
ment of a motor-driven “‘Disturbula. 
tor” as one of the important new im- 
provements that will be introduced in 
its cleaners when the company te. 
sumes non-war production. 

“Development of the motor-driven 
Disturbulator marks a major improve- 
ment in the technique of vacuum 
cleaning,” George T. Stevens, vice- 
president, said. “It will make it possi- 
ble for Eureka to offer the public 
better vacuum cleaners than have ever 
been made before, and they will have 
a longer life-time of full efficiency 
cleaning.” 

[he Distributor is designed to gent- 
ly loosen the deeply imbedded dirt in 
the rug nap as well as pick up the 
surface litter so that all of it can be 
swished away by the air suction moving 
at a high rate of speed. Because of its 
unique design the device helps con- 
serve the wearing qualities of the rug, 
prolonging its life. 

Outside adjustments for various rug 
thicknesses and naps, can be made by 
turning a small screw on each side of 
the cleaner so as to extend their full 
efficiency over a longer life period. 
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TOP LINE 


HOME APPLIANCES 
TENNESSEE VALLEY ASSOCIATED MARKETERS 


GAMBILL BUILDING. NASHVILLE, TENNESSEE 
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TRICO TEST CLAMPS 


This new test clamp line, employing 
tremendous jack-screw gripping action, 
is recommended for making heavy 
duty temporary connections; motor 
and meter testing, jumpers, cable and 
bus-bar taps, battery charging, welding, 
and many other shop and laboratory 
purposes. Once applied they “stay 
ut.” 

Solderless lugs provide perfect and 
quick electrical connections without 
the use of special tools or cutting into 


wire; arranged to swivel around clamp, 
permitting wires and cables to hang 
in a natural position after installation. 
Available in six sizes to fit across fer- 
tule and knife blade fuse clips, switch 
blades, round or flat bus-bars, cables, 


ae VARNISHED CAMBRIC 


Write for your free copy of de- 


scriptive Bulletin No. 7, Trico Fuse 
Mfg. Co., 2948 North 5th Street, CABLE 


' Milwaukee 12, Wisconsin. 


BRAIDED & LEAD SHEATHED 
BULLETINS AVAILABLE 


A new booklet, EL44-7, describing Collyer Varnished Cambric Cable is well known for its 


the properties, forms and applications 
of Fiberglas electrical insulation ma- 
terials, has just been publishd by Cables having this insulation require less space, and 
Owens-Corning Fiberglas Corporation, 
Toledo 1, Ohio. due to higher safe operating temperatures carry a 
Fiberglas is glass in fiber form—as 
| such it retains part of the characteris- 
tics commonly associated with glass. 
ree one lye’ peed aod gm For full information, contact the nearest Collyer 
sirable characteristics which make it an representative or write us direct. 
unsurpassed insulating material when 
properly used. 

Subjects discussed in the booklet 
include, Fiberglas Characteristics, Fi- 
berglas Yarns, Fiberglass Insulated 
Wire, Fiberglas Cloth and Fiberglas 


Laminates. 


The Standard Transformer Com- 
pany, of Warren, Ohio, has issued a 
new bulletin, No. S-301, describing 
tural type transformers built to ASA 
and REA specifications. Copies of this Southeastern Sales Representative 
bulletin are available upon request. FULWILER & CHAPMAN, ATLANTA, GA. 


high dielectric strength and resistance to heat and oil. 


heavier current load for a given copper conductor. 


INSULATED WIRE COMPANY 
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YOURS FOR EASY 
compliance 
WITH THE CODE 


T&B APPROVED 
GROUND FITTINGS 


WITH BUILT-IN 
SOLDERLESS CONNECTIONS 


They meet every Code requirement. 
Take any size waterpipe up to 6” 
and any Approved grounding con- 
ductor—bare, insulated, or armored 
—or in standard rigid conduit. In- 
terchangeable pipe clamps and con- 
duit hubs provide you with tailor- 
made assemblies in any combination 
you need. 


Pipe clamps and con- 
duit hubs supplied sep- 
arately or assembled. 


Single bolt types for 
bare or armored ground 
wire. 


Discover this new ground fitting* 
simplicity. Write for Bulletin S-7, 
or get in touch with our nearest 
T&B office. 


Sold only through T&B Electrical Whole- 
salers. 


The Thomas & Betts Co., 
Incorporated 
Room 423 
Citizens & Southern Bidg. 
Atlanta 3, Ga. 


The Thomas & Betts Co., 
Incorporated 
518 Masonic Temple Bldg. 
New Orleans 12, La. 


The Thomas & Betts Co., 
Incorporated 
P. O. Box 2372 
Charlotte, North Carolina 


*Patented 


@ ¢ 
THE THOMAS & BETTS CO. 


INCORPORATED 


manufacturers of electrical fittings since 1899 
ELIZABETH, 1, NEW JERSEY 





Bulletin No. 44-1, just published by 
Jones Motrola Company, Fairfield Ave- 
nue, Stamford, Connecticut, manu 
facturers of tachometers and other in 
dustrial products, describes four 
models of Jones  individual-mount 
tachometers and the Jones multi-range 
portable hand tachometer. The bulle- 
tin shows both full-face and profile 
views of the individual tachometers, 
I.p.m. ranges available, mounting di- 
mentions, and includes prices for tach- 
ometers and appurtenances, a section 
on use and operation, and general in- 
stallation data. 


INSPECTION LAMPS 


The Reliance Devices Co., Inc., has 
brought out a line of portable inspec- 
tion lamps, one type of which is shown 
here. These lamps are mounted on a 
two-pound base so that they will not 
tip over. They are available in a choice 
of either 9” or 12” arms, in brown or 
gray, and in a choice of three different 
types of shades—as illustrated in Re- 
liance Catalog No. 106. 

The socket is the regular ‘‘Swivelier” 
socket, as used and specified by many 
government agencies, possessing the 














following unusual features: universally 
adjustable, requires no wing nuts or 
set screws for adjustment, unit will 
not work loose or drop down, the base 
has three wood screw holes. 

Also made by the same concern is a 
comprehensive line of adjustable lights 
for attachment to machine tools—as 
illustrated in their catalog numbers 
106 and 109. For sources of supply or 
other information, write Reliance De- 
vices Co., Inc., 30 Irving Place, New 
York 3, N. Y. 
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IDEAL WIRE STRIPPER 


An inexpensive wire stripper for 
cleaning cotton and enamel, silk and 
enamel, string asbestos and similar 
types of light insulation, is announced 
by the Ideal Commutator Dresser 
Company, 1017 Park Avenue, Syca 
more, Illinois. Round, flat or rectan- 
gular wire, solid or stranded, may be 
stripped. It is especially. suited for 
cleaning fine “Litz,’ ‘‘Formex,” 
“Formvar” wire and fibre glass in- 
sulation. 

The two wire cleaning brushes are 
positively driven, being mounted di- 
rectly on the end of separate motor 
shafts. The right hand motor is 
mounted on a pivoted base and is 
normally held up by a spring. This 
keeps the brushes apart, except when 
stripping wire, so that brush life is 
greatly increased. 

To strip wire, simply insert the 
wire in the opening and press the 
foot pedal. This brings the upper 
brush down against the wire and the 
lower brush. Between the two rapidly 
turning brushes, the wire is quickly 
cleaned. Where desirable, the distance 
between the brushes may be set to the 





Solderless Terminal Lugs and Connect 


+ VINE AT THIRD~E CINCINNATI 2, 





Vibration proof solderless connections are 
made in pane! boxes where space allotment 
is constricted and neatness essential. 


KRUEGER & HUDEPOHL 


OH 












8-DF 








foot pedal action. The brushes are 
made in sections of special steel wire 
ground to size. Fach section is re 
placeable as it becomes worn, thus 
effecting longer brush life and maxi- 
mum brush economy. 























The strippings, dust and dirt, are 
removed by a dust collector. This is 
driven by a separate motor, has a dust 
capacity of 1 cu. ft. per minute, and 
is rated at 60 cu. ft. of air per minute 
at a .55” static pressure. Stripper can 
be installed on any production line 
bench. 


EXPLOSION-PROOF MOTOR 


Century Electric Company, 1806 
Pine Street, St. Louis 3, Missouri, an- 
nounces a new explosion-proof motor 
for operation in Ethyl Ether Vapors 
(Class I, Group C). 







This motor is constructed to mect 
the specifications of and carry the 
label of Underwriters Laboratories, 
Inc., for Class I, Group C, installations 
where the surrounding atmosphere is 
charged with Ethyl Ether Vapor. 

This is in addition to Century’s 
other explosion proof motors for other 
hazardous locations; Class I, Group D, 
Gasoline Vapor; Class II, Group E, 


diameter of wire thus eliminating the 
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of vital war materiel. 


regular Faries Line. 


LIGHTING 


@ FQu 


Back in Production 


fluorescent industrial brackets. 
quickly upon the release of limitation orders. 


FARIES MFG. CO. 





Pioneers in 


IPMENT 
. . « Since 1880 


Soon 








Since mid-1941, the Government has utilized our 
complete facilities and 50 years of metal-fabricat- 
ing know-how, in the day and night production 


Now ... with war orders being slowly reduced 
- + «» we are able to turn our attention to the 


Being faced with no reconversion problem, pro- 
duction has already been resumed on some 
important items . .. notably incandescent and 
Others will follow 


It is with great pleasure that we again 
greet our many friends in the trade. 


DECATU 
ILLINO 











“EFFICIENCY” DEVICES FOR CONDUIT AND CABLE St 








’ si i ial 


EFFICIENCY CONDUIT HANGERS 


for 


INDUSTRIAL CONSTRUCTION 


@ The most practical and widely adaptable hanger 
ever devised for supporting conduit or armored cable 
on open steel construction. Will carry pipe at any 
angle to beam. 
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F379 
F380 
F381 

F382 


CAT. NO. 














Highest grade malleable iron, guaranteed 
against breakage. Set screw, cup pointed, 
tightened by free nut, plus 5-point radiat- 
ing ridges of gripping surface holds pipe 
on true mechanical principle, guaranteeing 
a solid, non-slip support. 


Write today for your copy ‘of EFFICIENCY 
Catalog No. 38B. 


FOR PIPE AND CABLE SIZES 
For armored cable 
For 4” and %” conduit 
For 1”, 1%” and 1%” conduit 
For 2” and 2%” conduit 

































































The 
Little 
Watchman 


FLUORESCENT LAMPS 
FROM FALLING! 


FLUR-O-LOCKS will protect your 
customers from falling lamps 
and other accidents incident to 
vibration or insecure installa- 
tion .. . tend to increased effi- 
| ciency of lamp, starter, and bal- 
| lest... are easy to install, 
economical and 
electrical contact. 


insure good 







Locks lamp 
FLUR-O-LOCKS May Save in place 
Your Customers the Expense BD 
of a Damage Suit fig 
oe 





Write us today for information 
concerning your territory. FLUR- 
O-LOCKS are at present featured 
by leading distributors and have 
been installed in over 5,000 
leading industrial plants. 


DISTRIBUTORS AND DEALERS j 





Fits snugly 
to lamp 
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Metal Dust (Magnesium); Class II, 
Group F, Carbon Black; Class II, 
Group G, Grain Dust. 


ILLUMINATED MAGNIFIERS 


The George Scheer Company, of 
New York, has announced its latest 
addition to the linc of Magni-Ray 
products, illuminated magnifiers, dc 
signed to simplify and speed up visual 
inspection operations. 

The new Magni-Ray is encased in a 
casting made of aluminum alloy for 
ease in transporting the housing by 
means of a handle to the work, or 
for fastening to a machine tool to 
observe turning and grinding opcra 
tions. 

It has been found of value in the 
inspection, material receiving, draft 
ing, machining departments, as_ well 
as in the first aid room to help ih 
detecting small steel splinters. It is 
wired for use on a 110 volt current. 
either a-c or d-c. 

Full information may be obtained 
from the George Scheer Company, 
200 Lafayette Street, New York 12, 
N. Y. 


ELECTRONIC OSCILLOGRAPH 


A new self-contained industrial clec 
tronic oscillograph which _ records 
characteristics of electrical phenomena 
lasting as little as a fraction of a mil 
lionth of a second has been announc 
ed by Westinghouse Electric and 
Manufacturing Company, of Pitts- 
burgh. 

The electronic oscillograph is an 
instrument of the cold cathode type, 
and is capable of recording single 
electrical transients with respect to 
time, or two electrical phenomena with 
respect to each other, such as voltage 
versus current, in the form of diagrams 
produced by two pairs of electrostatic 
deflecting plates disposed at right 
angles to one another. 

Further information on the clec 
tronic oscillograph may be secured 
from P. O. Box 868, Westinghouse 
Electric and Manufacturing Comp- 
any, Pittsburgh 30, Pa. 


Prospects Bright for 
Small-Town Contractors 


(Continued from page 39) 


can be extended, contractors will find 
that rural people, small town people, 
and the folks who live across the 
tracks, so to speak, are good outlets 
for electrical wiring, appliances and 
such sales.” 

Although Thomas has kept several 
electricians busy at most times during 








the past several years, he is a working 
contractor and gets his greatest pleas- 
ure out of doing a good job himself. 
He has managed to take fairly good 
care of his customers in the matter of 
maintenance and repair. He keeps up 
the commercial property for a number 
of firms and sees a big opportunity 
soon for rewiring many buildings, in- 
stalling new and modern fixtures, 
switching to fluorescent lighting, and 
other such work to keep the average 
contractor busy for many months. 

Much of the appliance repair work 
in the ‘Thomas shop has been done at 
night. He has been pretty successful 
with repairing standard brand irons, 
fans and such appliances. He finds 
that seven out of ten off-brand irons 
cannot be repaired and he believes 
that consumers will gladly pay. premi 
um prices in the future for any elec 
trical appliance which they believe will 
be backed up with parts and service to 
a reasonable extent. He believes that 
the independent dealers will get the 
cream of the electrical appliance busi- 
ness when peace comes for many con- 
sumers are fed up with mail order 
appliances that have gone bad with 
no repair service available during the 
war period. 





Q), Z. WNCTION BOXES 





OTHER TYPES AVAILABLE ARE: 


CAST IRON JUNCTIONS OR PULL BOXES 
HEAVY DUTY EXPLOSION RESISTING BOXES—Type Y 6000 A 
HEAVY DUTY WATERTIGHT. BOXES—Type Y 6000 B 


UNFLANGED RECESSED-COVER BOXES—Type Y 6200 
FLANGED RECESSED- COVER BOXES—Type Y 7000 
UNFLANGED JUNCTION OR PULL BOXES—Type Y 1200 
FLANGED OR FLUSH BOXES—Type Y 8000 
RECESSED SIDEWALK BOXES—Type Y 5800 
FLUSH TRIM BOXES—Type 8200 


Boxes are drilled to your specifications. Send 
for drilling template pads and also for catalog 
showing wide range of sizes 

along with complete data on 

Conduit Fittings... Cable Ter- 

minators ...Solderless Connec- 

tors... Power Connectors... oz 
Grounding Devices. You'll get 

prompt and efficient service. 


0 ELECTRICAL MFG. CO 
© Ge 262 BOND STREET - SROOKLYN,2 N. Y. 
0) a 


Represented by: M. L. Whitman, 313 Bons 
Allen Bidg., Atlanta 3, Ga.; W. J. Keller. 
304 Natchez Bldg., New Orleans 12, Le: 
PF. B. Ostermueller, 6935 Meadow Lake Ave., 
Dallas 14, Texas. 

& 7880 
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Electrical Househeating j 


Progress in Knoxville 


(Continued from page24) 


they decided to try out the floor 
heating idea and then they reported 
they were much pleased with it. 

After the war, those cciling and 
floor electrical heating developments 
will be incorporated in F’onde’s heat 
ing plans. 

The housewife at the home where 
the floor concealed heating was used 
told the writer, “I was just reading in 
a magazine the other day about how 
after the war the new heating ideas 
would have a floor heating plan—and 
to think we have had it all along, while 
others are just talking of such a thing 
to come.” 

In all the Fonde-built hoines special 
attention is given to proper insulation 
Electrical heating cannot be satisfac 
tory unless the home is designed for it 


Compressed Air Useful 


In Fan Service Work 


(Continued from page 21) 


most a certainty that all it would need 
would be a new thermostat. 

There is another essential if onc 
man is to turn out enough repair work 
to offset the loss of volume from ap 
pliance sales. ‘That essential is speed 
at the work bench and Pitchford is a 
“swift.” 

“Another thing that’s surprising,” 
he says, “is the amount of work you 
can get done if you keep your hands 
moving all the time.” 

The emergency has taught Pitchford 
a few tricks about the repair of small 
appliances. For example, when repair 
ing irons where the open heating ele 
ment was fitted into a clay compound, 
he threw them away as hopeless when 
the compound was broken or cracked. 
[hen he decided to experiment with 
fre clay and since then he has been 
salvaging all open elements by sub 
stituting fire clay for the broken com 
pound and has had less than one per 
cent failure on irons thus repaired. 

Where Calrod elements are broken 
off at the base, he has discovered it is 
possible to weld new leads on the 
broken Calrod and put the iron back 
I service. 

From an itinerant peddler, Pitch 
ford bought a flux named Vlurox that 
was highly recommended for welding 
heating elements of the mica type. 
This flux does exactly that for which it 
was recommended, somewhat to Pitch- 
ford’s surprise. A few drops are placed 
on the connections and the flux is 
“set” by applying the flame of a gas 
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‘By long odds this is the outstanding two-lamp 
unit on the market. It carries a terrific double 
sales punch . . . first it’s a Curtis product... 
next its cleverly designed shielding conceals 
the lamps from normal angles of view and the 
highly efficient Fluracite reflectors deliver a 
high light output. Where ceiling units are in- 
dicated Skylux is really the modern contractor's 


number one choice. 


Cel aR YL772 777A 


6135 WEST 65TH STREET, CHICAGO 38 ILLINOIUS 





M. & W. WATER-TIGHT RUBBER BUSHING TYPE 
CONNECTORS FOR SERVICE ENTRANCE CABLE 


The design of the rubber bushing is such that 
it has a greater surface contact around the 
cable than the conventional bushing, assuring a 
water-tight fit around the cable. 


Send for Copy of Bulletin 14 
which illustrates our complete line. 


THE M.&W. ELECTRIC MANUFACTURING CO., INC. 


EAST PALESTINE OHIO 

















NEW MODEL © HIGHEST ACCURACY 
CHRONOMETRIC 


TACHOMETER 





Readability to 1 RPM per division. Guer- 
anteed accuracy well within Y. of 1%. 
Indicates RPM directly on the diel witheut 
any calculations over a fixed peried of 
6 seconds. Negligible torque. Twe models 
with ranges 0-1000 RPM er 0-10,000 
RPM, each syitable for double rated renge. 


Write for bulletin Ne. 715. 

























HERMAN H. STICHT CO., INC 


27 PARK PLACE NEW YORK WN 






"You select 


EXACTLY 


what you need— 


Stud Connectors and Solderless 
Terminal Adapters for distribution 
and power transformers . . . for 
connecting to cable, pipe or bus 
bar... in line or at any angle. 
Connectors with reversible clamp- 
ing caps take two different ranges 
of cable sizes. Furnished for any 
number of conductors. A few of 
Penn-Union’s many types: 


Also . . . the most complete line of 
Service Connectors, Cable Taps, Tees 
e . Straight and Parallel Connectors 
, .. Bus Supports, Spacers . . . Ground- 
ing Clamps, Terminal Lugs, etc., etc. 

Penn-Union conductor fittings are 
the first choice of leading utilities, 
industrials, electrical manufacturers 
and contractors — because they have 
found that “‘Penn-Union” on a fitting 
is their best guarantee of Depend- 
ability. Write for Catalog. 


L. MORRIS LANDERS 


309. Walton Building 
ATLANTA, GA. 


WALTER J. HUEMMER 
Dallas Transfer & Terminal 
Warehouse Bldg. 
DALLAS, TEXAS 


PENN-UNION ELECTRIC CORPORATION 
ERIE, PA. 


burner until the flux rises into two 
white mounds. Then current is run 
through the element to complete the 
welding process. Pitchford says the 
weld could be completed without 
benefit of current if a hotter flame, 
available with a mixture of air pressure, 
were used. 

His biggest difficulty has been in 
getting repair parts for various makes 
of cleaners. Ordinarily, when he does 
locate such parts, the prices are out of 
reason. 

“So I tell my customers I can’t get 
the parts and, consequently, can’t re 
pair the cleaner,” he says. “If I bought 
the parts, repaired the cleaner and 
made any profit at all, the price would 
be so high the customers would be 
convinced they were getting robbed 
and would never come back to my shop 
again. 

I'rozen bolts in irons slow up repair 
volume in the Pitchford shop more 
than any other factor, but Paul hasn't 
found any short cut there. The only 
procedure, he says, is to use penetrat- 
ing oil, let them set a while and try 
again. 

Pitchford finds that repair volume 
moves faster if he works first on the 
items he has most of. Cleaners, irons 
and toasters come in for repair the 
year around. Fans come in in the 
spring, and in the fall, it’s lamps. 

Paul Pitchford has been in business 
in Chickasha for 25 years and his 
reputation on appliance repairs is such 
that he gets items from as far north as 
Oklahoma City and as far south as 
Dallas. 


Complete Refrigerator 
Overhauls Profitable 
(Continued from page 19) 


give a two or three day service on a 
reconditioning job, realizing that the 
customer probably has to do without 
refrigeration until the box is returned. 
Where the machine can be removed, 
the cabinet is left with the customer 
and ice can be placed in it to provide 
makeshift refrigeration. However, the 
cabinets do not have facilities to drain 
off the melted ice. 

Shaw-Billingsley guarantees its over 
haul jobs for 90 days. 

While featuring its major over 
hauls, this concern handles a big vol 
ume of minor repairs on both house- 
hold and commercial refrigerators. It 
endeavors to group its domestic calls, 
but gives instant attention to com 
mercial customers. Mr. Billingsley said 
his prices were the same as before the 
war, being $2.00 per hour, plus parts. 


overhaul jobs runs about $3.00, he 
said. 

“We sold refrigerators before the 
war, and we are still selling about 50 
a year on priority certificates,” said 
Mr. Shaw. “We expect to sell them 
again after the war, and we have 
operated our service business with that 
end in view. We first inaugurated ser 
ice for the contact it furnished us in 
sales, and we feel that it will be a 
valuable after-war contact as well. For 
the duration, we have cut down the 
size of our display room in order to 
give more space for repairs. Even then 
our operations sometime overflow into 
a parking lot at our back door. 

Mr. Shaw said his concern had care- 
fully compiled and assembled a suppl; 
of parts for various makes of refrigera 
tors, especially General Electrics, and 
knows where others may be obtained. 
This was done in an effort to save 
much of the time the usual refrigera- 
tion mechanic wastes shopping among 
distributors for needed parts. 

Mack Shaw claims to be the oldest 
refrigeration man in Birmingham in 
point of service, having been in the 
business for 24 years, part of which 
was with another General Flectric 
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dealer, now out of business. His part. 
ner, A. A. Billingsley, sold out to him 
several months ago and now works in 
a war plant. Working with Mack 
Shaw is his brother, Jack Shaw, and 
Mrs. Virginia Billingsley. Mr. Shaw 
also uses several part-time workers, 
mostly men who hold down war jobs 
also. During the summer time, he 
uses school boys as helpers around the 
shop. They are useful in dismounting 
machines, cleaning up parts, and do- 
ing other odd jobs. 


Individual Motors for 
Peanut Processing 


(Continued from page 17) 


to be run irrespective of the balance of 
the plant, to be stopped in an emerg- 
ency, and to be made safe for repair, 
there is installed immediately adjacent 
to each machine a single-pole double- 
throw control switch, one point of 
which is interconnected with the floor 
control circuit and the other point of 
which is connected to energize the 
contractor independently of any other 
contro] circuit. As a further safety fac 
tor, certain bucket elevators extending 
between floors are provided with sepa- 


rate emergency control points at both 
their loading and unloading ends. 

Power distribution in the mill build 
ing is effected from a main switchboard 
of the dead front type located on the 
first floor, from which a main feeder 
runs to each floor and there branches 
through a group of safety switches and 
their contactors to the several motors 
on that floor. All control wiring be 
tween the central control point on the 
third floor and the controlled contac- 
tors on the several floors is run in a 
sheet metal wireway. 


Motor Shop System 
Reduces Man-Hours 
(Continued from page 14) 


to experiment. 

“We get along,” he says, “with the 
tools that are available. Occasionally, 
we develop some tool or process that is 
used to advantage in a small way. But 
I prefer to let the big manufacturers 
do the experimenting—and pay for 
the mistakes involved.” 

Territory of the Shreveport Arma 
ture and Electric Works includes parts 
of Texas, Louisiana and Arkansas and 
Lieber gets business from as far away 


as the Gulf Coast. After the warshe. 
proposes to put at least one man on the - 
road, but for the present he has all the 
business he can handle without look 

ing for more. 


Opportunity in 
Small Parts Salvage 
(Continued from pagel13) 


The Mattison plant has a capacity 
of 2,000 pounds of salvaged small parts 
per day. The forty-five employees, 15 
in each of three shifts, are working 
around the clock to keep up _ this 
quota of output. 

Fluorescent lighting contributes vers 
materially to the efficiency and health 
of the workers, most of them girls. ~ 
In all working areas of the 2480 square 
feet of floor space, fluorescent lamps 
are installed. These include 20 three 
tube, 48-inch fluorescent lamps of 150 
watts capacity for each unit, and four. 
5-foot, 2-tube fluorescent lamps of 235 
watts to the unit. ‘hese are placed on 
10 by 10-foot centers on an average: 
of about 10 feet above the floor and 
about 7 feet above the machines. The 
system has an average lighting im 
tensitv of 30 footcandles in parts of 

































EGSyY ecto Sell, to Install, 
to Service 





Dealers—RIGHT NOW is the time to get lined up for post-war sale of 


Buffalo Fans! 


Your customers know that “Buffalo” fans have an estab- 


lished reputation for high quality. They also know that “Buffalo” ratings 
are certified. That makes Buffalo Fans easy to sell. 


The heavy-duty, industrial-type construction of Buffalo fans with 
flanged edge, square panel construction make installation easy. 


Buffalo wheels have heavy-gauge, die-stamped blades, heavy-duty hub; 
and each wheel is carefully balanced before assembly. 


Only first grade motors are supplied with Buffalo fans—so service costs 


are practically nothing. 


If you want to sell Buffalo Fans, write today for data Bulletin 3222 and 


prices. 


210 Mortimer St. 


BUFFALO FORGE COMPANY 


Buffalo, N. Y. 


Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 


“Buffalo” ‘“BREEZO” and “BELT-AIR” Ventilating Fans 
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GEDNEY FITTINGS FIT 


CONDUIT BODIES 





Gedney Threaded Type 
Conduit Bodies for 
Heavy Wall Condui: 





Gedney Threadless 


All Types— Type Conduit Bodies 
for EMT Thin 
Wall Conduit 
All Types— 
Sizes %” to 2” 


Sizes %” to 4” 





Gedney Type “FS” 
Double-Gang Shallow 
Threaded for Heavy Wall 
Conduit. All Types. 


i 


GROUND FITTINGS 
For armored or Bare 
Cepper Ground Wire 





Gedney Shoe-Hold 
Connectors for 
Armored and Non- 
Metallic Cahle 
Sizes %”—2” 


Oud 


3-Piece Couplings 
—5 Sizes, Taking %” to 
Ground Pipe %” to 6” 


Seld through Electrical Wholesalers 


GEDNEY ELECTRIC COMPANY 


RKO Bldg., Radio City, New York 20, 























Carbon Products 
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Give 


Better Commutation 
Longer Life 
Less Commutator Wear 
That Extra Demand Required 
Better All Around Performance 
BUY BONDS—and speed the day 
of Unconditional Surrender. 


HELWIG COMPANY 


2544 NORTH 30th ST., MILWAUKEE 10, WIS. 
| Southern Offices: 


| 724 North Hudson, Oklahoma City, Oklahoma 
Telephone: 3-3409 
| 2005 McKinney Avenue, Houston 3, Texas 
Telephone: Preston 1610 


\ 


I 


7 


0 





the shop where the delicate mechanical 
operations are being carried on. 

This lighting did not replace any 
older system as the building now be 
ing utilized formerly was the ware 
house for the Mattison contracting 
firm. 


Electronics Speeds 
Ship Production 
(Continued from page 12) 


arc. “P” is the point at which the 
varying grid voltage has reached the 
breakdown voltage causing the tube 
to pass current. The shaded area shows 
the result of the tube passing current 
during the remainder of the positive 
half of the cvcle. Vhe fact that the 
tube is not passing current on the fol 
lowing positive anode wave is due to 
the fact that the grid voltage has 
dropped below the value of the critical 
breakdown voltage “B.” ‘The tube will 
not again pass current until the grid 
voltage reaches the critical value at 
some later time. 

The inset shows an extremely com 
pact and portable machine developed 
by the writer. It can be easily carried 
about by one person and many are in 
use in a plant where the welding con 
sists of thousands of small sections and 
the time lost in moving from one piece 
of work to another had to be con 
sidered. 

Another piece of auxiliary equip 
ment developed by the writer for use 
with the machines, consists of an au- 
tomatic shipfitting and weld backing 
device which is also saving many 
thousands of man-hours in ship fabn 
cation work. 


Utilities Meet 


War-Time Demands 
(Continued from page 10) 


installations at dams undertaken by 
the l’ederal governinent, but not vet 
completed, plus those before the Con 
gress would add about 11,000,000 kilo 
watts of generating capacity and gen 
erate an additional 55,000,000, ‘000 
kilowatthours compared with an exist- 
ing power capacity and output at such 
dams of about half that much. 
Congress is also being urged by the 
Administration to establish river vallev 
authorities similar to the ‘Tennessee 
Valley Authority in many parts of the 
country. Such expansion in govern 
ment operated power systems, even 
should the vast sums of monev which 
it contemplates be spent, would not. 
however, remove the justification on 
the part of electric companies for pro- 
viding large blocks of additional steam 







power capacity in the next five to ten 
vears following the war since the bulk 
of American industrv is located far 
from large hydroelectric power possi 
bilities and will depend on fuel te 
sources for its clectricity supply. 



















Cibo 


ANTI-CORROSIVE PAINTS 


favored for 


TRANSMISSION 


and 
DISTRIBUTION DEPARTMENTS 
MAINTENANCE 


AA Inc. 


NORTH ARLINGTON, N. J 


















SALES ENGINEERS 
WANTED 


= 







Experienced electrical men, 
familiar with low voltage dis- 
tribution systems to act as sales 
specialists in important District 
Offices on following: Panel- 
boards, safety switches, en- 
closed circuit breakers, bus 
duct and load centers. Men 
accepted to receive full train- 
ing at factory at company’s 
expense before assignment. 
Write to Supervisor, Technical 
Employment, 306 Fourth Ave- 
nue, Pittsburgh, Pennsylvania, 
for application form. 
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WESTINGHOUSE ELECTRIC 
& MANUFACTURING CO. 


ee 














TOOLS 
Channelock Pliers, Crescent 
Wrenches, Vise-grips, Open-Box 
Sockets, Needle Nose, Pipe Wrench- 
es, Diagonals, Serew Extractors, 
Screwdrivers, Pullers. Prompt Ship- 
ment. Order today. C.O.D. Catalog 
Free. Dealers Tool Supply, Dept. 
E.S., 1527 Grand, Kansas City, 
Missouri. We have it, can get it, 
or it isn’t made. 





— 
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THE. neoh-rb ir MAKER’ 


provides fully the comfort 
and ventilation so essential 
in army barracks, mess halls, 
hospitals, headquarters, 
theaters and other military 
buildings. Its fine design and 
sound construction meet the 





specifications drawn for 
army fans and it is particu- 
larly adaptable to the various types of installations 
found in army buildings. 


HY-DUTY BLOWERS 


Single Inlet—Double Inlet. 400 
CFM to 12,500 CFM. 

Single Inlet Blower illus- 
trated at left is particularly 
adapted for ventilation of 








mess halls in military estab- 








lishments. 





BLOWER DIVISION 
SCHWITZER-CUMMINS COMPANY 


1145 EAST 22ND STREET INDIANAPOLIS, U.S.A 














WATER 
HEATER 


AUTOMATIC 
ELECTRIC 





We are now prepared to accept orders for 
the well known Sepco Automatic Electric 


Water Heater. 
INQUIRIES GLADLY RECEIVED 


Automatic Electric Heater Co., Inc. 
Pottstown, Montgomery County, Pennsylvania 











CHROMALOX 


the range unit 
that has kept war-time 
America cooking electrically 


EDWIN L. WIEGAND COMPANY 
7600 Thomas Blvd., Pittsburgh 8,Pa. 


Representatives 

ATLANTA, GA.—C. B. Rogers, 1000 Peachtree St., N. E. 
DALLAS, TEXAS—L. R. Ward, 403 Southland Bldg. Annex 
RALEIGH, N. C.—W. R. Phillips, Box 2561 
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Electrical Specialties 
of Every Type 


Tucluding MARINE WORK 
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WORK 
TEST PANEL 
—built to customers’ specifications 
and Navy standards. 












RADIO 
MOTOR-GENERATOR anc 
SELECTOR CONTROL PANEL 
—built to customers’ specifications 
for any number of circuits. 


LL types of electrical specialties, 

boxes, cabinets, control panels, 
duct-work, etc., manufactured by an 
organization accustomed to meeting 
exacting Army, Navy and Commercial 
specifications. Full engineering person- 
nel and equipment for manufacture of 
special electrical items to customers’ 
needs in addition to all standard arti- 
cles. Let us quote you on your require- 
ments. Write for illustrated catalog. 


JACKSONVILLE 
METAL MANUFACTURING CO. 


247 RIVERSIDE AVE., JACKSONVILLE, FLORIDA 















The Starter That 
Clicked With the Trade! 


Tomorrow’s Starter Today! 
New! Distinctive! 


Listed and Approved by Underwriters’ 
Laboratories, Inc. 


Submitted to Electrical Testing Lab., 


Ine., for certification. 


PAT. NOS. 2200443 - 2228210 





Locks Out---Resets Automatically 


] Positively cuts out deactivated, flickering, blinks 


ing lamps. 


When trouble is detected the starter automat- 
ically cuts off current to the ballast and lamp. 


Gives long life to ballast because defective lamp 


Prevents overheating. 


When Lloyd AUTOMATIC locks out defective 
lamp—Turn off the current—Remove defective 


2 
3 is locked out. 
4 


lamp—Put in a new lamp. 


Allow at least one minute to make the above 


change of lamps. Turn on the current. 
starter automatically lights the new lamp. 


The 


NO NEED TO DO ANYTHING TO STARTER. 
Lleyd NEW PLASTIC CAN has higher dielectric 


strength, is stronger, lighter, 


distinctive. . 





Knurled rim on plastic can insures positive grip 


for insertion and removal of starter. 


Plastic can is sealed. No projecting 
cause trouble. 


lugs to 


The life of the AUTOMATIC starter is many 
times greater than that of the average lamp. 


It saves maintenance costs and power 
sumption, protects and 


the ballast and lamp. 


] Tested in production and prior to 
te insure perfect performance. 


LLOYD PRODUCTS COMPANY 
ES-1 Providence, 
Representatives in 23 Leading Cities. 
Export Office 18 E. 40th St., N. Y. C. 


Dept. 


con- 


insures longer life 


to 


shipment 


1. 





The Advertiser's Index is published as a convenience and not ag s 
part of the advertising contract. Every care will be taken to indes 
correctly. No allowance will be made for errors or failure to insert, 
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